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Azrock creative styling helps sell for you. Good example 


ONYX ITALIA 


new slate-textured vinyl asbestos floor tile 


Foal 


VO-727 Tinta Verde 


E 


VO-724 Sabbia 


VO-726 Bianco 


VO-725 Ardesia 


Today’s more exacting home buyer demands resilient floors of course—and custom design floors are quickly and easi 
that are both elegant in appearance . . . tops in performance. created straight from the carton! Onyx Italia adds the luxu 
Azrock’s new Onyx Italia fills both requirements with a floor look at surprisingly low cost. Install over concrete « 
rich, slate-textured pattern that helps conceal sub-floor or below grade—no costly special adhesives needed. Ava 
irregularities. Onyx Italia is greaseproof and stain resistant, able in four fashionable colors: 12” x 12” size, 3/32” gaug 


another fine floor by AZ ROCK’ 


Nationally advertised in Better Homes and Gardens, House Beautiful, House and Garden and others. 
For free samples, write Azrock Floor Products, 524 Frost Building, San Antonio, Texas 78205. 
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{2t Household“Polluted Air” Ke 


You get better value when you use NuTone Ventilating Equipment . . because your 
customers will appreciate its outstanding performance and you will save money by 
avoiding costly ‘call-back’ service. 


“ERY 


Household air that is filled with cooking odors, grease, smoke and moisture is a 
major problem inside the home. NuTone solves it best in Kitchens, Bathrooms, 
Laundries . . wherever stale air literally loads the air. Every home is vulnerable 
whether closed for air-conditioning or heavily insulated to retain winter heat. And 
NuTone offers you QUIET POWER, trouble-free dependability . . and longer life. 


For more of many reasons why your best buy is NuTone, please turn the page. 


FRYING | COOKING | BROILING | BATHROOM 
GREASE | ODORS | SMOKE | MOISTURE 


Damages walls Spread all Clings to draperies | Ruins paint, plaster 
and cabinets. through the home. and furnishings. and woodwork. 


SEE NEXT PAGE 
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Here Are a Few “Behind the Scenes” 
Illustrations which Show Some of Many 
Extra Values You Get with NuTone 


NuTone has more of what it takes to make 
ventilation products look best, work better, 
and last longer! Go with NuTone’s wide 
variety of design, type, color, size . . a 
model for every need . . every budget, in 
16 basic series of hood-fans, exhaust fans. 
You can select from hundreds of models! 


Go with our trouble-free performance, in 
your choice of NuTone Power Units, with 
more certified air-delivery than codes call 
for; more power; MORE QUIET. 


Go with NuTone’s true economy . . avoid 
costly call-backs. Every NuTone Product, 
regardless of its price, has extra strength 
built-in at vital points and is engineered 
especially for low-cost installation. 


Only the correct blade chosen for each Fan 
= x A 


Go with the extra protection of NuTone’s 
famous Warranty Bond Service Policy. 


This .. and more. . is solidly backed-up 
by NuTone’s field force of 160 men, who 
make sure you get what you need at prices 
to suit the budget of every home you build! 


y Choice of Power Units to fill specific needs. p” 
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FOR COLOR LITERATURE .. 
WRITE NUTONE, INC., DEPT. 7, 
CINCINNATI, OHIO 45227 
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Another money crisis for the housing industry? No, indeed 47 


Interest and discount rates are moving back toward their 1966 peaks. But this 
time there’s a lot more money available from housing’s traditional suppliers 
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A man-made lake that will pay for itself—and then some 48 
As a sales asset? Of course—this lake is a key community feature. But it also 
cut land-development costs and made possible a 25% increase in house lots 


‘Solving your people problems solves most management problems’ 54 
So says a builder who has tripled his volume in six years. His people-oriented 
management reduces employee turnover, raises morale and develops new talent 


Do precast-concrete components have a future in housing? 58 
They do if the manufacturers can make their systems simpler and, at the same 
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Anatomy of a failure: why a seemingly successful project (1,300 sales in five 
years) came a cropper . . . Built-for-sale apartments: quick road to growth 
for capital-poor builders . . . Design for the market: how a versatile architect 
gives his builder clients a competitive edge in a multistate area 
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NEWS 


lortgage experts beg Congress: Free FHA's interest rate 


is predominant recommendation weaves 
> a golden strand through most of the 
sition papers presented to the 11 Sena- 
s now studying ways to rescue mortgag- 

from periodic tight money. 

Sen. John J. Sparkman’s subcommittee 
housing has already begun hearings. The 
ael has published suggestions from six 
vernment agencies, 12 financial groups 
112 individuals as A Study of Mortgage 
edit.* The volume refines the thinking 
some of the nation’s most sophisticated 
ders in mortgage finance. 

No other issue evokes wider mutuality 
in the recommendation to free the FHA 
‘e from its administered 6% ceiling and 
it move more freely in response to credit 
arket forces. 

Inability to compete. Economist 
iver H. Jones of the Mortgage Bankers 
ssn. puts the case compellingly in a 
esentation marked throughout by lucid 
yle and an entertaining approach. 
“When mortgage borrowers cannot meet 
e market price they do not obtain credit,” 

warns. “This chart (right) displays the 
ne lag of adjustments made in the maxi- 
um permissible rate on FHA mortgages to 
eet changing conditions. 

“When the FHA contract rate lags the 
arket, discounts develop to bring the rate 
) to market yields. It would appear that 
e discount adjustment would keep FHA 
ortgages competitive; however, the prac- 
e is so circumscribed by statute and regu- 
tion that it results in a reduction in the 
railability of funds.” 

Discount dangers. Discounting works 
ell enough when discounts are small, but 
nes warns: 

“When they become large, lenders select 
her alternatives to avoid criticism; build- 
s curtail their operations to avoid losses, 
id upgrading sellers hold their homes off 
arket to avoid loss of equity imposed by 
e requirement that they pay the discount 
ortion of the borrower’s cost of obtaining 
edit.” 

Adds the U. S. Treasury: “There should 
> freedom to move the rate to accommo- 
ite market conditions.” 

Says President Arthur Viner of Investors 
entral Management Corp., a mortgage 
yer for pension funds: “The freeing of 


Government Printing Office, Washington, D.C., 
402; 467 pages, $1.25. 


alter Daran 


ZIMMERMAN 


Photos: H & H Staff 


HORNE 


the rate would tend, more than any other 
factor, to attract into this market those 
institutions that have been leaving it and 
those not yet drawn to it.” 

Pleads former FHA Commissioner Julian 
H. Zimmerman: “Remove all rate controls 
except perhaps a realistic statutory ceiling 
and the results would be dramatic.” 

The Life Insurance Association of Amer- 
ica goes further: “The solution to the prob- 
lem of housing lies in providing more 
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flexibility in interest rates at both federal 
and state levels so as to make home mort- 
gages competitive.” 

Other solutions. Jones and several 
other experts call for development of a 
true secondary market. Home loans are 
originated and the new loans are now sold, 
they point out, but only occasionally are 
existing mortgages sold. No investor can 
count on selling his loans at any time at 
prevailing prices. 

Proposals range from the American 
Bankers Assn.’s plan for a private market 


Elwood P. Johns 


O’KEEFE 


SPARKMAN 


facility to homebuilders’ and Realtors’ 
projects for expanding the government’s 
Federal National Mortgage Assn., presently 
a trader in FHA loans, into a facility deal- 
ing in conventional mortgages. The Federal 
Reserve and Vice President Raymond T. 
O’Keefe of the Chase Manhattan Bank 
both suggest a trading desk for mortgages 
within FNMA. 

The FNMA proposals would appear to 
have scant chance of success in the face of 
the financial community’s criticism of the 
agency’s past performance, particularly its 
overpricing technique that drove private 
investors out of the mortgage market in 
1966. One of Viner’s sharpest shafts is 
reserved for the agency: 

“Tt is essential, if the environment for 
investment in FHA and VA mortgages is to 
be made more attractive, for FNMA to 
abandon the policies that have governed 
the operations of its secondary market 
facility. . . . Not only should operations 
and objectives be changed, but the heavy 
hand with which it has generally carried 
them out should be replaced with a delicate 
touch.” 

Many experts urged the issuance of a 
bond or debenture, backed by pooled mort- 
gages, to be sold to pension funds to attract 
wider investment. Another popular sugges- 
tion was for an improvement in the fiscal- 
monetary policy mix to relieve homebuild- 
ing of the heaviest burden in every tight- 
money period. 

Strong medicine for S&Ls. Chairman 
John Horne of the Home Loan Bank 
Board, regulatory agency for the nation’s 
6,300 savings and loan associations, was 
skeptical of several of the experts’ sugges- 
tions. He offered instead some tough rules 
for S&Ls, arguing that the reduced flow of 
savings to the associations was the severest 
depressant on mortgage activity last year. 

Horne demanded authority to require 
S&Ls to increase liquidity well beyond the 
presently required 7% of savings. He con- 
tended that 9% liquidity in 1966 would 
have let S&Ls lend $4 billion more than 
they did. 

Horne also asked that S&Ls be com- 
pelled to contribute $2 billion to a liquidity 
pool in the Home Loan Bank system as a 
safeguard against another 1966, and he 
urged that the banks themselves swing their 
investments into medium and long-term 
securities—to borrow long to lend long. 


Rising home prices: It’s the builder who pays the bills 


Anybody who thinks that the upward 
spiral of house prices brings builders big- 
ger profits has another think coming. 

So says President Frank P. Flynn Jr. of 
National Homes Acceptance Corp., mort- 
gage chairman for the Home Manufac- 
turers Assn., in a position paper presented 
to a Senate subcommittee studying mort- 
gage reform (see p. 5). 

Land costs are obviously the big reason 
for rising house prices, Flynn says, but 
there is more to it than that. 

As land becomes more expensive, build- 
ers must put larger houses on the site to 
Lane Bros. make the houses mar- 
ketable. Lot price 
must bear some re- 
lationship to house 
price. And the build- 
er now provides more 
house at such mini- 
mal prices, Flynn 
says, that the cost- 
per-sq.-ft. of new 
houses must be one of America’s all-time 
bargains in the field of homebuilding. 


AVERAGE NEW HOUSE COST PER SQ. FT. COMPARED WITH SALES PRICE 


Year Sale price Price of Sale price Calculated Price per Price p 
including site less site area sq. ft. sq. ft. 
site (sq. ft.) including less site 

site 
1951 * $ 9,780 $1,092 $ 8,688 942 $10.38 $ 9.22 
1955 * 12,113 1,626 10,487 1,049 11.55 10.00 
1960 15,007 2,570 12,437 1,144 13.12 10.87 
ee 16,491 3,176 13,315 1,213 13.60 10.98 
lst quarter 16,610 3,355 13,255 1,212 13.70 10.94 
2nd quarter 16,722 3,491 13,231 1,217 13.74 10.87 
3rd quarter 17,136 3,487 13,649 1,247 13.74 10,95 
ie quarter 17,317 3,533 13,784 1,243 13.93 11.09 
Ist quarter 17,321 3,549 13,772 1,253 13.82 10.99 
2nd quarter 17,616 3,684 13,932 1,266 13.91 11.00 
3rd quarter 17,955 3,655 14,300 1,269 14.15 11.27 
4th quarter 18,247 3,651 14,596 1,307 13.96 UPN Ir 
Percent changed: 
1951-60 53.4 135.3 43.2 21.4 26.4 17.9 
1960-66 21.6 42.1 17.4 14.2 6.4 2.8 
1965-66 5.4 33 59 5.1 0.2 0.7 
1951-66 86.6 234.3 68.0 38.7 34.5 Alsi 
* Figures are annual average. Others are 4th quarter. Source: FHA Trends, Sec. 203b, 1960-6. 


“The builder is not making a reasonable 
profit,’ Flynn contends, and this will dis- 
courage builders from entering or continu- 
ing in the industry. He cites such discour- 
agement as one cause for housing’s debacle 
of 1966. 

Flynn’s thesis is so well documented in 


the table above that builders will want 
clip it and paste it in their hats to show 
buyers. One striking comparison: Frc 
1951 through 1966, the price per sq. 

of the average new house rose 21%; in t 
same 16 years, the price of land on whi 
the average house was built shot up 2349 


A grass roots rebellion? Why suburbia’s couples are fleeing cityward 


City lovers have argued for years that a 
suburban revolt is raging. Now a survey 
by a New York City real estate firm offers 
some statistical evidence. 

A 12-month study of 74 New York City 
apartments showed that 20% of 3,300 new 
tenants were moving from the suburbs. 
That included 5% who were transferees. 

Armed with its survey, Charles H. 
Greenthal & Co., which manages about 
100 New York City apartments, has 
stepped up its newspaper advertising to 
reach the commuter market. 

Reasons cited for deserting the suburbs: 

e Steady work and expense involved in 
maintaining grounds. 

e Time wasted by commuting—an 
item mentioned repeatedly by high-income 
persons, according to Alan B. Friedberg, 
a Greenthal vice president. 

e The increasing cost of home mainte- 
nance and improvement—mentioned espe- 


cially by couples who had lived in five- to 
six-year-old homes. 
e The attraction of urban culture to 


If the average tenant could have what he 
always dreamed of having he would take 
an apartment with all the conveniences 
shown at right—particularly the maid. 

So says Arthur L. Bromberg of Sulz- 
berger-Rolfe Inc., who has just surveyed 
292 high-rise residents in New York City. 

Only 2% of those surveyed listed good 
neighborhoods as a prime requirement. 
Tenants opted instead for the exotic—not 
only maid and valet service but also plenty 
of electronic gadgets plus wine cellars. 

“You can bet,” says Bromberg, “that if 
they had to pay for the dream items, we 
would have gotten a different story.” 

Yet the company, which builds and man- 
ages apartments, will put in some items. 


younger couples, now better educate 

No status spending. Friedberg ad 
that some couples have found it cheaper 
the long run to live in the city. 

“For one thing,” says Friedberg, “th 
don’t have the cost of maintaining stat 
symbols, such as expensive cars. In fa 
the couple can often sell the second c 
that the wife needed in the suburbs just 
do the shopping.” 

Friedberg also said that city dwell 
who had moved to the suburbs often o 
jected to the closer personal involveme 
that they were forced to have with th 
suburban neighbors. 

The survey will come as no surprise 
some city observers. For example, Edmu: 
Bacon, executive director of Philadelphi 
planning commission, has watched su 
urban families provide much of the occ 
pancy for an urban rebuilding program 
his city for several years. 


In tomorrow’s dream apartments: It’s the maid who makes the market 
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Even oddball openings can be quickly 


filled by Float-Away.’ 


Float-Away metal bifold closet doors 
save you installation time (and money) 
because they can be made to measure 
for every opening—even if it’s a con- 
struction error. : 

Then they can be computer-labeled 
and delivered to the job, the floor, the 
room—even the individual openings for 
which they're tailored. 

Minutes saved here—multiplied by 
many floors and doors—can add up to 


Write us on your letterhead: 


astonishing savings in construction costs. 

More reasons for choosing Float- 
Away doors: ° They come in five styles, 
with guarantees to match. © They're 
factory-finished with a superior baked 
enamel prime coat of driftwood white 
that’s often used as is—or takes readily 
to decorator colors. 

People want metal bifolds for 
closets. Only Float-Away makes them 
so practical and profitable to you. 


FLOAT-AWAY 


COMPLETE CLOSET SYSTEMS 


*Department __HH-7 __, 1173 Zonolite Road, NE, Atlanta, Georgia 30306. Phone (404) 875-7986. West Coast: Woodall Industries, Inc., 10423 
Valley Boulevard, El Monte, California 91734. Phone (213) 444-2561 or 2365 Lafayette Street, Santa Clara, California. Phone (408) 243-8008. . 
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Mortgage wholesaling—broad new plan to aid FHA lending 


A bold new program of wholesaling mort- 
gage credit in million-dollar lots offers a 
way to bring more money into mortgaging 
and building by increasing investor yields. 

The plan is another breakthrough for 
the new mortgage management of the Met- 
ropolitan Life Insurance Co., one of the 
first major insurance companies to make 
land loans to residential builders (NEws, 
May). Now the Met is introducing the 
mortgage-wholesaling plan to its nation- 
wide network of 120 mortgage-banker cor- 
respondents. 

Wholesaling is a technique to buy and 
sell credit, represented by a physical se- 
curity, without undertaking the laborious 
business of trading the physical mortgages. 
The process offers wide benefits to banks, 
pension funds and even other insurance 
companies. The Met realizes the technique 
will spawn a dozen competitors, but the 
company is disclosing the details in the 
conviction that the program represents a 
basic improvement in mortgage financing. 
The overriding goals: 

@ Funnel more of the vast funds of 
major lenders to the local builder’s level 
at less cost. 

@ Put the money to work under highly 
expert local supervisors—ie., mortgage 
bankers. 

Mortgage banker’s role. The Met sees 
the mortgage banker as the ideal link be- 
tween the large investor hoping to make 
wholesale investments and the small inves- 
tor not equipped to deal with individual 
mortgages. 

“The wide experience of mortgage bank- 
ers in dealing with builders, brokers and 
borrowers; their knowledge of FHA and VA 
procedures, and their proven capacity to 
originate, underwrite and service this type 
of business make them perfect architects 
for creating new and expanded markets for 
their product,” the Met says. 

So the Met proposes that a mortgage 
banker create a subsidiary qualified as an 
FHA lender. The subsidiary would acquire 
acceptable FHA-vA mortgages from build- 
ers, brokers and individuals, then package 
the loans in units of $1 million. 

But the subsidiary would not deliver the 
cumbersome package of mortgages to the 
long-term lender, as succeeding genera- 
tions of mortgage bankers have been doing. 
Instead the sub would sell a collaterally 
secured promissory note face-valued at $1 
million to the long-term lender (the Met). 
The sub would then trundle the stack of 
mortgages off to a bank trustee as col- 
lateral. 

The only amortization required in the 
note would be that collected from indi- 
vidual mortgagors. 

The inner workings. At this point the 
simple plan gets a bit complicated. 

The $1-million note would be sold at a 
discount—let’s say five points (5%). The 
subsidiary would receive from the Met in 
actual cash not $1 million but $950,000. 

The interest on the corporate note might 
be set at 5.80%. 


TRUST INDENTURE is key to Met Life’s mort- 
gage wholesaling plan. A promissory note based 


It is this combination of discount and 
interest that would give the long-term 
lender an appropriate yield and make FHA- 
va mortgages competitive with other forms 
of investment. The yield on this deal— 
based on a 25-year term for the 6% col- 
lateral loans prepaid in 10 years—would be 
a highly satisfactory 6.56%. Today’s sec- 
ondary-market yields are running about 
6.15% to 6.30%. 

The borrower-subsidiary employs the 
parent mortgage banker to service the loans 
and pays for this service out of income. 
This income is the difference between the 
6% the subsidiary receives from mort- 
gagors on the $1 million in mortgages and 
the 5.80% he pays to the Met on the $1- 
million note. The difference in this case is 
0.20%, which approximates a servicing 
fee of one-fifth of a point. 

New income concept. The mortgage 
banker actually gives up the industry’s 
hallowed concept of a clearly defined serv- 
icing fee under the Met’s new program. 
Income replaces the fee. 

The mortgage banker can vary this in- 
come almost at will—by varying the inter- 
est rate arranged on his note. But if he 
wants a lower interest rate on his note and 
more income, he will have to accept a 
deeper discount and less cash. If he is 
satisfied with less income, he pays higher 
interest and enjoys a lesser discount and 
more cash, It is a three-way parlay. 

Some of the most conservative mort- 
gage bankers still hold out for servicing 
fees of half a point, or 0.5%. In the case 
above, they would be at liberty to provide 
for income approximating a half-point fee. 
They would simply have to arrange interest 
on the $1-million note at 5.50%, or 0.5% 
lower than the 6% income received from 
the mortgagors. But to get an interest rate 
of only 5.50% they would have to settle 
for a deeper discount than the five points 
quoted above, and they would receive far 
less than $950,000 in cash. 

Advantages. Wholesaling has several 


on mortgages, it carries a purchase agreemei 
and a list of loans making up the note’s collatera 


immediate advantages, which could lea 
in turn to greater lending efficiency and 
reduction in the discounts presentl 
charged to the homebuilder when a mor 
gage banker buys his loans. 

The program eliminates mortgage sut 
missions to the long-term lender, and it re 
duces remittances to one payment a mont 
in place of payments on every loan. | 
minimizes the long-term lender’s role i 
property inspections, a timesaver. 

Wholesaling also offers a natural marke 
for large blocks of existing mortgage: 
Establishment of a true secondary marke 
for such loans was one of the major rec 
ommendations just made by mortgage e7 
perts to the Senate committee studyin 
mortgage credit (see p. 5). 

What it is not. The collateral tru: 
indenture has probably never been use 
before on a national scale, although mor 
gage bankers themselves—Weaver Bros. « 
Baltimore, for one—have occasionally en 
ployed the note regionally. The device di 
fers markedly from the mortgage bonc 
issued against pooled mortgages in th 
1930s, and it is nothing like the deber 
tures now sold by some mortgage banke: 
and mortgage-purchase services again 
similar pools. 

Nor is the indenture a participation. © 
is a promissory note. It has an accompany 
ing purchase agreement setting forth term 
and it has a detailed list of all mortgage 
that make up the collateral. 

Off and running. The Kissell C 
(servicing: $670 million) of Springfiel: 
Ohio, closed the first note with the Met fc 
$500,000 worth of FHA-Vas in its tradir 
area. Jersey Mortgage of Elizabeth, N.J 
made the second closing for $1 million, tt 
amount at which Met hopes to take i 
most indentures. 

The company is already talking with 2 
to 30 of its other correspondents abot 
similar notes, and from there it is but 
step to nationwide credit wholesaling i 
appreciable volume.—EDWIN W. RocHo 
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Who knows more 
about fire resistance than 
the Gypsum Association? 


Outside of the Devil himself, nobody knows more about fire resistance than 
the Gypsum Association. Example: We’ve got the last word on fire tests— 
“Design Data/Fire Resistance.” The 1967 edition of this informative booklet 
is yours for the asking. Free. So mail this coupon. We won’t try to sell you 
anything. That’s not our job. We're strictly in the information business. And 
any time you build, remember... gypsum products offer you superior fire 
resistance and sound control qualities, plus low-cost-in-place. 


Namie ESAle Ae Le le ee ee 
Company 

Address 

Citys a eT ee Bee fate: Zip. 


Mail to: Gypsum Association, 201 N. Wells Street, Chicago, Illinois 60606 
HH 
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Mortgage squeeze stirs doubt about fast housing recovery 


Six weeks of more-expensive money have 
aroused serious questions about housing’s 
ability to stage the sharp recovery it was 
expected to make in the second half of 
this year. 

New York’s First National City Bank 
sums up the nationwide concern in its 
June newsletter. 

Few of housing’s economists now see 
much chance of a complete recovery be- 
fore the end of 1967, the bank says: 
“There is no guaranty that housing starts 
will either bounce back to a 1.5-million 
rate or that this figure represents a normal 
rate that can be counted on through the 
remainder of the 1960s.” 

Savings that used to finance housing have 
recovered, the bank says, but mortgage 
lending has remained weak. Furthermore, 
many builders have disbanded their orga- 
nizations or cut them back, and families 
who could not borrow funds last year 
never really learned that credit had eased 
before they were afflicted by a return to 
higher interest and discount rates. 

Price increases have also discouraged 
buyers, the bank contends. New-home 
prices rose no faster than the general price 
level from the 1940s to the early 1960s, 
but since then housing has been going up 
half again as fast as prices of all goods and 
services. Many industry experts attribute 
this increase to sharply rising land costs 
(see p. 6). 

Stocks and mortgage market. The 
bank’s summary was a reflection of con- 
cern spreading in Washington and on Wall 
Street. House & HoMe’s index of 25 lead- 
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ing housing stocks fell 16% this month 
(see p, 12). It was the first major setback 
for the list since housing’s recovery began 
last fall. 

More-costly money took builders’ mort- 
gage discounts half way back to their his- 
toric peaks of 1966. Builders are now 
paying 4% points generally. Boston, taking 
their mortgages at par only a month ago, 
now charges four points. 

The prime rate for conventional loans 
has risen by 4%, to 6%%. And con- 
struction money shows signs of tightening. 

The national secondary market is trad- 
ing at an average of 9542-96 in New 
York, which means yields of 6.15% to 
6.22% with a %% servicing fee. The 
yields are up 12 to 20 basis points on the 


month and the pressure is still on for : 
higher returns to investors. 

FNMA and here we go again. T 
private market in FHA-VA loans is pat 
thin, and no wonder. The Federal N 
tional Mortgage Assn. finds itself on 
again overpricing the market. Its offer 
96 with 12% servicing fees is effective 
32 states, and that equates with a price 
97 with a ¥%% fee—a point higher th. 
the private market will pay. 

The result is the dizzying climb in FND 
offerings shown in the graph (/eft)—fro 
$4 million to $37 million in three week 

“Here we go again,” observes partn 
Philip C. O’Connell in the June mark 
letter of Huntoon, Paige & Co., the b 
New York FHA brokerage. “The trend i 
dicates that offerings will jump to $40 ı 
$50 million per week shortly. FNMA 
becoming the primary market.” 

Bonds and the budget. The overri 
ing reason for the rise in all long-teri 
rates in April and May was the enormous. 
heavy offering in the bond markets. Thei 
is no let-up in sight. 

And there is the federal budget, whic 
the Wall Street investment house of Aubre 
G. Lanston & Co. now describes as “or 
of control.” Deficit estimates range fror 
$20 billion to $29 billion. 

“Twenty billion of federal deficit financ 
ing is far too big for the money and capita 
markets, given the probable demands fo 
funds by other borrowers,” another Wa 
Street house said. 

Bond and mortgage experts considere 
that the understatement of the month. 


Largest mortgage banker 
chooses a new president 


He is Everett Mattson, who becomes 
president of T. J. Bettes Co. of Houston, 
the world’s largest mortgage banker with 
servicing in excess of $1.5 billion. 
Mattson won the mortgage banking pro- 
fession’s Aubrey Costa Award * in 1966 
as the nation’s out- 
standing mortgage 
banker. He is a gov- 
ernor and an execu- 


a =) tive committeeman of 
Se". the Mortgage Bank- 
ers Association of 
America and a past 
president of the Hous- 
MATTSON 


ton MBA. He joined 
the Bettes Co. in 1945 and was executive 
vice president when tapped for the presi- 
dency by the board of directors. 

Mattson succeeds John F. Austen Jr., 
who was elected chairman of the board 
and chief executive officer. Mrs. Ruth R. 
Bettes, who was board chairman, becomes 
senior board chairman, and James Wooten 
becomes executive vice president. He had 
been senior vice president. 

* Presented annually by Aubrey Costa, former 
president of Southern Trust & Mortgage Co. of 
Dallas. He is now chairman of the board. 
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HOMEBUILDERS’ MORTGAGE MARKET QUOTATIONS 


Reported to HOUSE & HOME in week ending June 16. 
FHA Sec. 203b— 


Discount paid by builder 
Min.-Down* 30-year immed.¥ 
FNMAxy Privat 
City 6% 
Atlanta 4 
Boston 3 
Chicago 3% 3-5 
Cleveland 3% 4 
Dallas 4 4 
Denver 4 2-3 
Detroit 3% 2-2% 
Honolulu 4 3%-4Y 
Houston 4 
Los Angeles 4 
Miami 4 
Minn.-St. Paul 3% 
Newark 3 1-2 
New York 3 1-2 
Okla. City 4 2%-4 
Philadelphia 3 4 
San Fran. 4 4 
St. Louis 4 3-4 
Seattle 4 3-4 
Wash., D.C. 3% 4-5 


* Immediate covers loans for delivery up to three months, future 
covers loans for delivery in three to twelve months. 

* Quotations refer to prices in metropolitan areas, discounts may 
run slightly higher in surrounding towns or rural zones. 

* Quotations refer to houses of typical average local quality. 

* 3%, down on first $15,000; 10% of next $5,000; 25% of balance. 


Footnotes: a—no activity. b—limited activity. c—Net yield to 
investor of 6% mortgage plus extra fees. w—for comparable VA 
loans also. x—FNMA pays % point more for loans with 10%. 
y—discounts quoted are net after seller pays 44% marketing fee 
and 4% adjustment for stock purchase. Seller must pay 1% of 
mortgage for stock calculated in $130 units, of which $30 is contri- 
bution to FNMA capital and $100 is for a share trading at about $72. 


Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
Boston, Robert Morgan, pres., Boston 5¢ Savings Bank; Chicago, 
Robert H. Pease, pres., Draper & Kramer Inc., and Robert H. Wilson 


Conventional Loan Rates Constructio 
omm. Savings Savings Loan Rates 
banks, banks, banks, 
Ins. Cos. S&Ls S&Ls Interest--fees 
75% 80% Over 80% All lenders 
6%-7 6%-7 1-1" 7+1-2 
6 6%-6% a 6%-6% 
6 6% 646% | 64th _ 
6%4-6% 6% 6%+1-2 | 64+1-2 
6% 6%-6% 6% 6%-7+1 
6% 6%4-6% 6% 6%-6% +1-2 
6% 6% 6% 6%+i 
6%-7 A a 7+1-2 
a 6% 6%+1 6%+2 6%-7+1% 
a 6%4-6% 6%-6% b 6%4-7+1-1% 
a 64-64% 6% 6% 6%-6% +2-3 
8-9 6% 6-6% 6% 6%+1 
8-9b 6+1 6+1 6+1-2> 741-2 
8-9 6+1-2 6+1-2 6425 6%-7+1 
a 6%-6% 6Y4-6%+1 6%-6%-+1) 6%-7-+1%-2 
6 6 6%4-6% 6%+1 
6% 6%-7 a 6%44+1% 
6%-6%+1 6%+1 6%-6%+1 
6%-7 7-1%, 7 
6%+1-2 a 6%+1-2 


pres., Percy Wilson Mortgage & Finance Corp.; Cleveland, Davic 
O'Neill, vice pres., Jay F. Zook, Inc.; Dallas, M. J. Greene, pr 
Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, pri 
Mortgage Investments Co.; Detroit, Sherwin Vine, vice pri 
Citizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice pr 
Bank of Hawaii; Houston, Everett Mattson, vice pres., T. J. Bet 
Co.; Los Angeles, Christian M. Gebhardt, vice pres., Colwell C 
Miami, Lon Worth Crow Jr., pres., Lon Worth Crow Co.; Min 
apolis-St. Paul, Walter C. Nelson, pres., Eberhardt Co.; Newa 
William W. Curran, vice pres., Franklin Capital Corp.; New Yc 
John Halperin, J. Halperin & Co.; Oklahoma City, B. B. Bass, pr 
American Mortgage & Investment Co.; Philadelphia, Robert 
Irving, vice pres., First Pennsylvania Banking & Trust Co.; 
Louis, Charles A. Keller, vice pres., Mercantile Mortgage Co.; < 
Francisco, John Jensen, vice pres., Bankers Mortgage Co. of C 
fornia; Seattle, Kirby D. Walker, vice pres., Continental, I 
Washington, James C. Latta, Sr. vice pres., Associated Mortg 
os. Inc. 
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What builders 


should know about 
Kwikset Entrance Handle Sets. 


oday’s homebuyer is looking 

for more value and styling 
in housing. Kwikset Entrance 
Handle Sets are the economical 
way to show quality the moment 
prospects enter your models. 
Kwikset Entrance Handle Sets 
make a lasting first impression. 
Buyers are conditioned to the idea 
that this type of lockset is used 
only on higher-priced homes. But 
by using these distinctive sets, you 
can drive home the fact that lux- 
ury and value can also be found 
in reasonably priced homes. 
Kwikset Entrance Handle Sets are 
versatile. Eight interior knob de- 
signs, including the new Facet 
and Grecian, are now available to 
match the inside Entrance Handle 
Set knob with every other lockset 
function. Dummy sets for double 
doors are also available. 
Kwikset Entrance Handle Sets 
are easy to install. They are the 
only ones that can be installed 
in exactly the same time- and 
money-saving manner as other 
Kwikset locksets. You can even 
use the same installation tools. 
Kwikset Entrance Handle Sets 
feature improved performance. 
The interior mechanism has 


been completely redesigned for 
smoother, more trouble-free per- 
formance. The pin-tumbler secu- 
rity and the extra safety of the 
rugged deadlatch provide maxi- 
mum protection for homeowners. 
And, like all Kwikset products, 
they are fully guaranteed. 
Kwikset Entrance Handle Sets en- 
hance your architecture. The sleek 
curve of the handle and the dec- 
orative rosettes will beautifully 
complement any style of exterior 
design. Handle Sets are also the 
ideal replacement locks for re- 
modeling or modernizing. 
Kwikset finishes increase the look 
of elegance. Kwikset Entrance 
Handle Sets are now available in 
a selection of 11 rich finishes, in- 
cluding the distinctively different 
antique and etched. 

A Kwikset Entrance Handle Set, 
shown here with the new oval ro- 
sette in etched bronze, will create 
that important lasting first impres- 
sion on your prospective buyers. 


Awikset DK loksets 


America’s Largest Selling Residential Lockset 


Kwikset Sales and Service Company Anaheim, Califorma A Subsidiary of Emhart Corporation 
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Three Wall Street firms channel money into homebuilding 


The three have already brought $70 million 
into homebuilding-equity deals, and they 
will provide more. They are Lazard Freres 
& Co., Kidder Peabody & Co. and Eastman 
Dillon, Union Securities & Co. 

Wall Street has for months been buying 
heavily in the common stocks of home- 
building, land-development and mortgage- 
finance companies (News, Mar.). The 
swing of the three investment banking 
houses into actual equity participation 
amounts to yet another sign of interest 
by the investment community in the build- 
ing industry’s prosperity potential. 

Trend setter in New York. Lazard 
Freres has just disclosed that its wholly 
owned subsidiary, Longstreet Equities, will 
co-sponsor New York City’s most exciting 
new project, a complex of 1,450 apart- 
ments to be built atop piles in the East 
River. Longstreet will arrange the financ- 
ing for the $42-million development, to be 
called Waterside, and will hold the lease 
from the city for the underwater land. The 
other sponsor is the HRH Construction Co. 

Waterside will have four towers and 48 
townhouses and will rent to poor and to 
rich at rates from $18 to $60 a room. It is 
described by the architectural critic of The 
New York Times as “a trend setter in 
every sense of the term. 

“This could be the city’s first large-scale 
breakthrough from the norm of sterile 
housing cliches and arid open-space that 


has been the bureaucratic or easy-profit 
formula,” said the writer, Ada Louise 
Huxtable. “Waterside would be a standard- 
setting development for any waterfront city 
in the world.” 

Waterside’s financing will combine fed- 
eral mortgage-insurance programs and tax 
abatements under New York State’s Rede- 
velopment Companies Law. The developers 
would pay New York City $400,000 a year 
in lieu of taxes and rent on the submerged 
land. The project would normally produce 
$800,000 a year in realty taxes, so the de- 
velopers will in effect pay no rent and 
receive a 50% tax abatement. They will be 
limited to a 6% return on investment. 

Lazard Freres has sponsored several 
residential developments through subsidi- 
aries. Along with Crocker Land Co., Ideal 
Cement Co. and David Rockefeller Assoc., 
it has set up a San Francisco subsidiary, 
called Westbay Community Assoc., to de- 
velop a residential-commercial complex in 
California’s San Mateo County. 

Renewing the West. Kidder Peabody 
Realty Corp., a subsidiary of Kidder Pea- 
body & Co., has bought City Reconstruc- 
tion Corp. from Kansas Ctiy redeveloper 
Lew Kitchen (News, May). Under Kid- 
der Peabody control, crc will finish re- 
newal projects in Los Angeles and Tulsa. 
Crc has $22 million in the 13-acre Bunker 
Hill apartment job in Los Angeles and 
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$50 million. It has $6 million in the 2 
acre Tulsa project and expects that 
reach $25 million. 

Kidder Peabody Realty has arrange 
equity and debt financing on a host : 
commercial properties. 

New challenger. Eastman Dillo 
Union Securities & Co. has organized Eas 
dil Inc. to arrange for equity deals « 
mortgage financing for companies in ( 
interested in real estate. Benjamin V. Lan 
bert, 29, a general partner of Eastma 
Dillon, heads the subsidary, which wi 
have offices in New York, Beverly Hil 
and San Francisco. 

Eastdil is oriented toward commercii 
construction, but it is helping to plan a 
11,000-acre new town in San Jose for 
population of 100,000 in the Santa Clar 
Valley of California. The joint developer 
are Oceanic Properties, the land-develor 
ment subsidiary of Honolulu’s Castle . 
Cook Inc., and San Francisco develope 
Harlan Geldermann. Eastdil also has $ 
million in The Cove, a spectacular apart 
ment project built by Associated Contrac 
tors at Tiburon, off San Francisco Bay. 

Eastdil owns 7 million sq. ft. of spac 
in various regional shopping centers, a 
well as several industrial properties. It wa 
organized to fill the void left when East 
man Dillon relinquished control of it 
former mortgage-financing concern, Hure 


contemplates an ultimate investment of & Co. continued on p. 1 

HOUSING’S STOCK PRICES 
COMPANY June 5 Chng. COMPANY June 5  Chng. COMPANY June 5  Chng. 

Bid/ Prev. Bid/ Prev. Bid/ Prev. 

Close Month Close Month Close Montt 
BUILDING a — 1 — 7 
Capital Bldg. (Can.)......... 45¢ —10¢ SA l woy 
Cons. Bldg. (Can. 25) =15¢ i A = Horizon Lan =y 
Dev. Corp. Amer. % + % Wesco Fin.«.... -5 Laguna Nig. 3d — 4 
Edwards Inds.. 1% e Lake Arrowhead.. m = 
Eichler Homes». 1⁄4 —15¢ Major Rity...... 0g = —25 
First Hartford 6% = 1% MORTGAGE BANKIN «McCulloch Oil»... 1% — 1y 
First Nat. Rity. ie E ~~ By i So. Rity. & Util.» 2% nc 
Frouge.............. 3% ne 64 — % Sunasco¢ DBE eae 

«General Bldrs.> 3% nc Charter. 2% + % 

-Kaufman & Bd.bx., 16 -— % «Colwell. 12 +1% 

LOvIttS. ainas 23% — 1% «Cont. Mtg. Inv... 354 — 2% —14y 
Lou Lesser Ent.4.. 2414 — % Cont. Mtg. In m -2M — y 
Nationwide Homes 2% + FNMA......... 68 — 4% = g 
Pres. Real. A.b.... 94d + % First Mtg. Inv 164% —2 
on du 1% = a rene ae : ae — Be MOBILE HOMES 

-S. Home & Dev. -% omas & Net. Fin. 4 oe i D 
«Jim Walters... a en T E 38% 9% Ne ue oe 
*Del. E. Webbe... 34 — * Mortg. Assoc. a GY Guerdons ae sya — Ly 

Palomar Mtg..... 2% — % Redman Indus Bi ey 
Southeast Mtg. 4% — % Skyline 194 — Ay 
PREFABRICATION United inp) &.Iny ay Ct Pia tak 
Admiral Homes. ry Me: a—stock newly added to table. b—closi 
Albee Homes... 4 ae 4 LAND DEVELOPMENT price ASE. c—closing price NYSE. d—r 
Continental Homes 3% ne traded on date quoted. g—closing pri 
arta Homes’ aKa 41 All-State Prop. 31¢ - I MSE. h—closing price PCSE. k—not ava 

-Modern Homes: 1% wey American Lan 1 =— % able. -—Figures in HOUSE & HOME’s 2 
Natl. Homes As. 3% T f -Am. Rity. & Pe A= h stock value index. x—adjusted for 2-for 
‘Scholz\ Homes... 3% =a h Arvida....... 64 —1% split. y—tender offer. z—trading tempore 
Steel Crest Homes (2) : Atlantic Imp.. 18⁄4 + % ily suspended by SEC. 

-Swift Industries... 2% — % Canaveral Inti. i aes: ; 

Sarias 3%; - 4 Sources: New York Hanseatic Cor 
154 - “4 Gairdner & Co., National Assn. of Securiti 
3 -4 Dealers, Philip Beer of Russell & Sa) 
S&Ls “a + A pacer Soek Ernane; NN York a: 
A A i B 6 — \ xchange, Midwest Stock Exchange, Pac 
nur ene Fin... ces ie zi if r 1⁄4 +% Coast Stock Exchange. Listings include or 
E EE N 2 ly, Forest City Ent. syd — y companies which derive a major part 
E table S&L 14 3 4 Garden Land...... ~. M -h their income from housing activity and < 
Far West Fin. BRO “Gen. Devel t.s Ie — 2 actively traded. 
«Fin. Fed.c.., . 1% — 4% 
«First Char. Fin.. same — 6% 
First Fin. West... 5% + 2% SHORT-TERM BUSINESS LOAN RATES 
det TA Fin. ia 3 a Average per cent per year 8 North 8 South- 4 West 
First West Fin. mer Bio) erat aes Gost 
Gibraltar Fin. wh = 3% LOAN SIZE (000) City Cities Cities Cities 

-Great West. F 11% — 3 6.80 6.65 7.26 
Hawthorne Fin TA -— % 6.65 6.50 6.90 
-Imperial Corp 6% — 1% 6.39 6.27 6.49 
«Lytton Fin... 6 T A 6.17 6.13 6.27 
Midwestern Fin.» 3 — % 5.92 5.95 6.03 
Trans-Cst. Inv..... 2% — % 
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Quality construction marks the 3,000-home Pineridge Estates 
development — now 80% complete. Floor plans range from 3 bed- 
rooms with 1 bath to 5 bedrooms with 3 baths—selling for $18,000 
to $25,000. Builder — Orrin Thompson Homes, Minneapolis Archi- 
tect— Peterson, Clark, Griffith, Inc., Minneapolis Plumbing Con- 
ractor — Murr Plumbing, South St. Paul 
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ANOTHER VALUE BUILDER 
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Building a 5-bedroom 3-bath home for $25,000 calls for astute use of many 
“value builders” by the contractor. Plastic DWV with GSR fittings was one of 
the important value builders installed by Orrin Thompson Homes in their Pine- 
ridge Estates development in Cottage Grove, Minnesota, a suburb of St. Paul. 

“Tm convinced that the use of plastic DWV increases the value of the homes 
we build;’ says contractor Orrin Thompson. “Yet our saving in installation time 
and material cost is substantial” 

Total resistance to rust, corrosion, and soil chemicals assures long service life 
in plastic DWV. With precision molded, top quality GSR fittings, it can be 
installed much faster than conventional materials. To increase value while you 
reduce costs, ask your plumbing contractor for plastic DWV—with GSR fit- 
tings, the most complete line in the world. R. & G. SLOANE MFG. DIV., 
ATLANTIC RESEARCH CORP., 7606 N. Clybourn Ave., Sun Valley, Calif. 
91352. 


GGR PLASTIC PIPE FITTINGS 
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Country living within convenient reach of San Francisco a: i= ae 

and Oakland is offered at Parktown in the northeast area of A Ar 

the beautiful Santa Clara Valley. Comfortable hacienda design AS 
predominates. The elegant four-bedroom San Gabriel 

model shown here is priced at $24,400. 
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itch a Woman's eye, here are red oak cabinei 
ceramic counter tops, a recessed ceiling of lig 
standing appliances by Whirlpool. 30-inch double” 
eh, electric cooktop, range hood and disposer a 
23 onsi for builders to install. And the Whi 
dishwasher greatly reduces hook-u 
hilte.exclusive quick-connect ba: 
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ving...with Whirlpool appliances 


<town, a 65 million dollar planned community 
alifornia’s Santa Clara Valley, has everything for 
sant living! 

network of parks running through its 520 acres 
eventually contain five schools and a shopping 
fer . . . along with picnic areas, playgrounds, 
ana clubs, etc. The attractive homes contain 
ry convenience, too, with deluxe appliances by 
irlpool. 

ll model homes in this community feature 
irlpool 30-inch double ovens. Other Whirlpool 
t-ins include Whirlpool dishwashers and food 
te disposers. Even the new Whirlpool central 
aum system, the Jack-Vac shown at right, is 
red as an option. 

evelopers Arthur J. Sassone and Vincent Schaze 
e, ‘Our decision to feature 
irlpool appliances is in line with 
policy of offering the home- 
er top value for his dollar. 


FULL-LINE | 
CONCEPT 


WHIRLPOOL CORPORATION 1965 


Whirlpool’s Full-Line Concept saves the 
developer time and trouble. It provides a complete 
line of gas or electric appliances . . . all design and 

coordinated ... all from one dependable source of supply. You place one 
',.. deal with one man... so you get undivided responsibility and service. 


New Jack-Vac 
adds interest and 
extra profit 


Buyers in Parktown can have 
their homes equipped with 
the very newest built-in... 
Whirlpool's unique Jack-Vac. 
This true central vacuum 
system means no messy dust 
bags to empty, no cords to trip over, no machinery 
to pull around. The flexible hose simply plugs into 
one of the wall jacks. A wet system is available that 
even picks up scrub water. You can pre-condition 
your homes for Jack-Vac installation with a builder 
package that costs only $5.00! Ask your Whirlpool 
distributor about this special deal. 


Whirlpool 


PPLIANCES 


Seattle—where builders show you how to cope with a boom 


Boom is a controversial word in Seattle. 

The Chamber of Commerce likes it, in- 
sisting that no other term describes what 
has happened because of the unprecedented 
hiring by the Boeing Co., Seattle’s Mister 
Big. 

But homebuilders don’t like it, for boom 
also suggests bust. They remember the 
bust of ’64 that followed the World’s Fair 
boom of ’62, and they are trying to flatten 
out the current housing boom so that it 
will continue strong for a decade. 

The builders are succeeding, at least in 
part. The result: a new stability in Seattle 
construction, plus some practical lessons 
for an industry that may soon be surprised 
with other housing booms in other cities. 

Specter of overbuilding. Apartments 
are leading the Seattle race, with 5,838 
units authorized by permits last year. That 
was twice as many as in 1965, and the rate 
of gain continues into 1967. Estimates for 
the year run from 7,000 to 9,000, and the 
industry is already seeking ways to avoid 
overbuilding some districts. 

Apartments are favored over single- 
family houses because many new Boeing 
wage earners cannot qualify for an FHA 
loan. As their incomes increase, however, 
they are expected to become homebuyers 
—many as early as next year. 

Single-family permits reached 7,458 last 
year, well above the 5,436 in 1965 and the 
4,408 in 1964. First-quarter permits this 
year fell 38 short of the 1,982 in the same 
period of 1966, but April’s and May’s 
figures should bring this year’s rate into 
the lead. 

Executive Vice President A. J. Mar- 
tineau of the Seattle Master Builders Assn. 
expects to see 17,000 starts this year. If 
the 1966 ratio of apartments to houses 
holds, the area would get 10,000 houses. 
That would be well above the records of 
8,854 in 1959 and 8,709 in 1962. 

Peak-out? Industry consultant H. De- 
wayne Kreager is even more optimistic. 
He expects 19,000 starts and believes the 
figure might even reach 22,500. 

“By national standards we certainly are 
having a housing boom,” says Kreager. 
“This is the only metropolitan area to 
show gains for both single- and multiple- 
family housing during the first quarter as 
compared with the same preiod of 1966.” 

Kreager and other observers expect a 
peak-out this year but they see a strong 
demand, particularly for single-family 
houses, for a decade. Boeing employment 
is projected at a steady 90,000 for most of 
that time, as workers engaged on the 707- 
through-737 series of planes shift first to 
Boeing’s model 747 and then to the giant 
supersonic transport (SST). So Kreager 
anticipates a need for 15,000 to 18,000 
housing units a year. 

The new stability. This sort of sta- 
bility is a new experience for Boeing, 
whose employment fell below 60,000 in 
1963 with cancellation of the Dynasoar 
space program. Several thousand engineers 
were transferred to Boeing installations in 
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the South and Midwest, their vacant homes 
depressing the market to the point where 
some key builders fled the area. And Boe- 
ing suffered another blow the next year 
when it lost a prized military plane con- 
tract to Lockheed. This actually led to the 
present boom, however, as Boeing con- 
verted plans for the military plane into 
blueprints for the model 747 commercial 
plane. Orders have been so heavy that em- 
ployment totals are assured for years. 

Although it is adept at building planes, 
Boeing nearly panicked two years ago at 
the problem of finding 10,000 homes for 
its new employees. It was ready to set up 
trailer camps until real estate interests con- 
vinced the company that existing housing 
would meet much of the need. This has 
proved true, although vacancy rates have 
dropped to near-zero. 

Boeing operated its own housing listing 
service last year, finding listings for 15,000 
applicants until it became convinced the 
problem was solved. 

Lessons for tomorrow. Apartment 
construction to meet a temporary need is 
one way that Seattle are builders seeking 
to flatten the boom. Another has been a 
campaign to sell residents on the desir- 
ability of trading up to better new houses, 
thus making their more modestly priced 
older homes available to new residents. 

Builders, bankers and suppliers have or- 
ganized the Puget Sound Better Housing 
Council, directed by Realtor William Mac- 
Pherson and Builder Dan Narodick, to 
press the drive. 

The council spent $30,000 advertising 
in the tight money market of 1966, and 
it will spend more if the new tightness in 
credit prevails. Partly as a result of this 
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effort, realty transfers for the first fo 
months are 41% ahead of last year. 

One major factor in meeting demand h 
been the entry of California builders in 
the Seattle market. Some, like the sm» 
Construction Co., which is building 6( 
apartment units for Seattle, have deserte 
California. Others, like the Americ: 
Housing Guild, have merely set up Seatt 
branches, AHG is building 100 houses in tt 
Puget Sound area. 

A changing scene. The boom hi 
wrought several changes. Seattle mortgas 
companies have had things their own we 
so far, but competition is coming. Advanc 
Mortgage of Detroit is reported on tt 
verge of opening a Seattle office, and tt 
giant T. J. Bettes Co. of Houston is als 
said to be eyeing Seattle. 

Building management in Seattle also h: 
a sophisticated new look, typified by Be 
& Valdez. For years the biggest Seatt! 
homebuilder (until its original owners wet 
into land development), the company 
now a subsidiary of Transamerica Corp 
California’s mighty supermarket of financi 
Transamerica’s management has installe 
Oscar Berry, formerly with its Oaklanc 
Calif., operation, as president of Bell 
Valdez. He says he will build 40 houses 
month beginning in July. 

“Perhaps this isn’t quite the old boor 
but it’s awfully good,” he says with th 
sure smile of a builder who knows a goo 
thing. —Ray BLOOMBER 


At last—a big step toward 
a unified building code 


The first draft of the structural section 
a nationally unified code for one- and tw 
family houses will be ready for the Decer 
ber meeting of the National Association | 
Homebuilders in Chicago. 

So promised the Building Officials Co 
ference of America (BOCA) after its lea 
ers huddled with officials of two oth 
major code groups at the BOCA conventi 
in Baltimore last month. 

For years NAHB had prodded the thr 
groups to develop a residential code f 
use anywhere in the country. 

(The two others are the Internation 
Conference of Building Officials, tl 
West Coast’s model-code group, and tl 
American Insurance Assn. A fourth maj 
code group, the Southern Building Cox 
Congress, is not involved.) 

President Leon Weiner of NAHB ran 
fast check for results last month and four 
virtually none (News, June). So he warne 
in effect: Get to work, or we'll have 
federal code thrust upon us. 

The Baltimore convention took him 
his word. Boca’s leadership said afterwa' 
that agreement is also near on the plum 
ing, electrical and mechanical sections of 
unified code. With delivery of the structur 
element in December, there would rema 
only the task of eliminating any conflic 
between the parts. 
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VA 
Price Pfister- the only 

manufacturer offering two 

prestige lines with coordinated 

styling. Each line is complete 

and comprehensive in itself— 
coordinates with the other 

in any combination of valves 


and faucets for matchless 
decorator effects. 
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PRICE PFISTER BRASS MFG. CO. 

13500 Paxton Street, Pacoima, California 91331 
Sold only through wholesalers. 

Warehouses in these principal cities: 

Birmingham, Alabama; Chicago, Illinois; Dallas, Texas; 
Pacoima, California; Elizabeth, New Jersey. 


P. P.... 


Established 1910 


PRICE PFISTER'S PRODUCTS |i; HWSTALL EASIER, WORK BETTER, LAST LONGER. 


Í 
> Ceramic plates manufactured by Coors Porcelain Co. 
using Alcoa Alumina — developed by Aluminum Company of America 


“FLOW-MATIC” and “CONTESSA” were 
conceived together, to provide a dramatic 
design continuity and flexibility, never 
before achieved in plumbing brass. 


“EL OW-MATIC” combines the diamond-like 
effects of lucite, with our exclusive 
miintenance-free ceramic cartridge. x 


“CONTESSA,” our supremely elegant pres- 
tige line of cual handle fittings, combines 
brilliant crystal-like lucite handles with 
minimum-maintenance replaceable stem 
cartridge assemblies, and renewable seats. 


Each line offers a complete and comprehen- 
sive selection of tub and shower combina- 
tions, tub fillers, shower valves, lavatory 
and kitchen ‘fittings. 

Price Pfister answers today's demand in 
fashionable homes, hotels and apartments 
for integrated design harmony. Specify Price 
Pfister — the world’s largest independent 
producers of plumbing brass. 


California, here it comes—with a big upturn in housing 


Exuberant leaders of the Pacific Coast 
Builders’ Conference now swear that Cali- 
fornia’s housing starts in 1967 will run 
well beyond last year’s 102,000 and that 
1968 will bring a 100% gain—to 220,000. 

That would spell an impressive come- 
back for the trend-setting state that nor- 
mally builds one of every five new Ameri- 
can homes. California suffered the nation’s 
severest residential building decline in the 
mortgage squeeze of 1966. 

The recovery might come even faster 
but for the fact that California’s munici- 
palities impose an unusually long lead 
time on their builders. It takes 12 to 18 
months to win the approvals and permits 
requisite to the ground-breaking for a 
single-family subdivision. Start-up time on 
apartments runs six to nine months. 

More than 1,200 builders jammed the 
plush Fairmont Hotel atop San Francisco’s 
Nob Hill for the pcBc’s annual meeting. 
Most seemed to agree with their leaders’ 
predictions of a 1968 boomlet, and many 
pointed to a strong new resale market for 
older houses as a contributing factor. 

The big D—demand. One reliable 
statistic lends further support to Cali- 
fornia’s optimism. One of housing’s most 
widely respected economists, Conrad Jami- 
son of Security First National Bank of 
Los Angeles, puts the state’s housing de- 
mand at 225,000 units a year. The indus- 
try will build only half of that this year, 
which means that inventory should vir- 
tually disappear. 


The Bank of America, the world’s 
largest with $161 billion in assets, is still 
betting on the California recovery even 
though the mortgage market has turned 
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MAY’S STARTS LEAP 11.7% 


May’s housing starts rose to an annual rate 
of 1,310,000 from April’s revised rate of 
1,173,000. That took starts almost up to 
the 1,318,000 pace of May 1966. 

Permits rose less sharply, to a rate of 
1,046,000 from April’s 1,028,000. 

“It was much better than we were look- 
ing for,” said economist George Christie of 
F. W. Dodge Co. (construction data). 

The rise would have been even better 
news had it not been overtaken by an in- 
crease in mortgage rates (see p. 10). 


1967 


toward more expensive money. Vice Pre 
dent Charlés E. McCarthy, in charge 
loan origination in the state, continues 
pay par for FHA-vA mortgages despite t 
retreat of most other mortgage houses 
a price of 96. 

Gov. Ronald Reagan urged priv: 
builders to find new ways of tapping 1 
low-cost house market to make sure 
boom lasts. Of federal programs he sai 
“We don’t believe they are the answers 
your problems or those of low- and m 
dle-income families.” 

Conference sidelights. The confi 
ence heard news of the agreement betwe 
the Building Contractors’ Association 
California and the HBA of Los Angel 
Orange and Ventura Counties to mer 
into a united Building Industry Associati 
of California. The consolidation won £ 
proval of 80% of the combined membi 
ship of 2,000. A two-thirds vote w 
needed. 

The Home Builders Council of Ce 
fornia, legislative arm for the state’s re 
dential building industry, decided to i 
tensify its effort to amend the state’s nt 
park-dedication law, under which gover 
ment bodies can require builders to cc 
tribute private property, without compe 
sation, for public parks in or near housi 
developments. The council contends tt 
the law subjects new-home buyers to 
public-parks tax that is not borne equa 
by the remainder of the body politic. 

—RICHARD W. O’NEI 


Supreme Court tells California: You can’t legalize bias 


The court has ruled that the state’s voter- 
approved Proposition 14 was unconstitu- 
tional because it encouraged racial dis- 
crimination by property owners. 

The 5-to-4 decision also held that the 
amendment to the state constitution 
amounted to racial discrimination by the 
state itself. 

The opinion by Justice Byron R. White 
declared that the amendment went beyond 
mere repeal of the state’s anti-bias Rum- 
ford Fair Housing Act of 1963. 

Thus the high court in effect left open 
the question of whether it might uphold a 
simple repealer of the Rumford Act. 

Proposition 14 was approved, 2-to-1, by 
California voters in 1964 (News, Dec. 
°64) in the form of an initiative, which 
can be reversed only by a subsequent vote 
of the people. 

New attack. The court’s scrapping of 
Proposition 14, which had the vigorous 
support of the state’s real estate interests, 
intensified efforts by the California Real 
Estate Association to have the Rumford 
Act repealed by the state legislature in 
Sacramento. 

“If the Assembly does not act... we 
will probably have to support a movement 
to take the issue back to the people through 
an initiative,” says Association president 
Reed Robbins. 
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In speaking for the majority of the 
Supreme Court, Justice White declared 
Proposition 14 amounted to racial dis- 
crimination by the state and thus violated 
the 14th Amendment to the United States 
Constitution. 

The California amendment, he said, not 
only extended beyond repeal of the state’s 
fair housing legislation but created “a con- 
stitutional right to discriminate on racial 
grounds in the sale and rental of real 
property.” 

The minority disagreed. It found no 
cause to believe the section would have 
encouraged discrimination. The dissent 
held that Proposition 14 had merely moved 
the state back to a neutral position on 
housing. 

Mixed reaction. As the smokescreen 
of legalities enveloping the conflict of civil 
rights versus property rights grew thicker, 
the court’s action evoked different views. 
Justice John M. Harlan, for example, felt 
the decision could hinder anti-discrimina- 
tion efforts: 

“Opponents of state anti-discrimination 
statutes are now in a position to argue that 
such legislation should be defeated be- 
cause, if enacted, it may be unrepealable.”’ 

Justice White refrained from implying 
that states must effect anti-bias laws. Open- 
occupancy advocates have argued that a 


state’s failure to pass such laws constitui 
discriminatory state action. Whether t 
court’s decision moved in this direction 1 
mains to be seen. 

The justice also skirted another mur 
aspect of the controversy: When does 
private discrimination become part of pu 
lic policy, subject to national policies? 

“This court has never attempted t 
‘impossible task’ of formulating an inf 
lible test for determining whether the st: 
‘in any of its manifestations’ has becot 
significantly involved in private discrimit 
tions,” he said. 

Other states. While the court’s m 
recent opinion does little to clear up t 
controversy, it did affect various efforts 
other states to follow California’s exam] 
of a popular referendum on the issue. 
best, such efforts must be finely drawn 
be constitutional. 

Such efforts are having limited succe 
A Maryland campaign to force a refer 
dum was ruled invalid on a technicali 
A drive to repeal Washington state’s 
cently enacted anti-bias law is “falter 
badly,” says Mary Beth Bryan, chief 
the state real estate licensing division. 

But in Illinois, opponents of anti-b 
laws have succeeded in persuading i 
State Senate to bottle up eight pend: 
measures, 
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Half baked. Well done. 


thing exciting is happening to kitchens, and the Chambers’ unequalled quality. Choose a Chambers gas 
abers oven is responsible forthe change. We havea or electric oven and swing with a never-before door that 
al philosophy and it works: An appliance doesn’t opens from the right or the left or tilts down, and is re- 
to look like an appliance any more. And the differ- | moveable, as well! You get all this, and every automatic 
is in the door, the exclusive Decorator Door ofthe cooking feature you could ever want. And you'll find 
abers DeLuxe oven. The door that takes to any de- the same exclusive Decorator Door features of a Cham- 
(ou can panel it, or Picasso itin laminate —because bers range in Chambers refrigerators and dishwashers. 
abers’ superior insulation lets you design an oven [In fact, Chambers makes everything for a kitchen ex- 
any way you want, gives you total styling flexibility cept the kitchen sink. Write us for more information or 
r possible before. see your Chambers distributor and discover that kitch- 
d behind the Decorator Door is still another asset: ens can be more than just rooms—they can be Chambers! 


Xe CORPORATION : CLEBURNE, TEXAS 76031 


Ranges • Hoods ¢ Refrigerators ° Ovens * Dishwashers 
Disposers ° Hot and Cold Water Dispensers 
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This is the door that makes the oven 
that makes the kitchen that makes the sale. 
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ANGLED LOTS encourage the staggered houses 
shown here in FHA’s new modular-site concept for 


~<——-_ ONE-WAY TRAFFIC 


$10,500 houses. Two cars could park in slanted 
driveway, with one other parking space on street. 


FHA’s plan for the low-income housing market: 
staggered houses, angled lots, narrow streets 


The sketch above shows how FHA hopes to 
persuade builders to accommodate the 
low-income buyer’s basic desire to own a 
detached single-family house. 

The homebuilding industry’s greatest 
untapped market is among families that 
cannot afford to spend more than $10,500 
on a house. Yet rising land costs usually 
rule out a house in that low range. 

So FHA has come up with this land- 
saving layout for $10,500 houses stag- 
gered on tiny lots along narrow one-way 
streets. 

How it works. FHA calls the basic unit 
a module. The houses on both sides of any 
one-way street, plus the looping street it- 
self, form the module—the basic land-plan 
unit out of which an entire neighborhood 
can be built. Each module includes or 
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After three months of courtship, Atlas 
Credit Corp. of Philadelphia and Sunset 
International Petroleum Corp. of Los An- 
geles have agreed on housing’s biggest 


marriage of convenience in this decade. 
They will unite as a new concern, as 
yet unnamed, to form housing’s biggest 
operating company with assets of $276 
million, stockholders’ equity of $40 mil- 
fiscal 1265 earnings ok YD, 


WOLGIN 


Sunasco Inc. of Beverly Hills is sell- 
ing Sunset International Petroleum 
Corp. and getting out of California land 
development and building. 

Only a year ago J. L. Wolgin’s Atlas 
Credit Corp., a Philadelphia financial 
and mortgage-banking combine, merged 
with Sunset, the Beverly Hills real 
estate developer, to form Sunasco. Now 
the directors of Sunasco have approved 
terms to sell their subsidiary to Canav- 
eral International Corp. of Miami for 
$26.5 million in stock. 

a A. Bruce Rosette, financial vice pres- 


They’re engaged: Atlas Credit (money) and Sunset Pet. (land) 


Well, they married—and now they’re divorcing 


abuts on a common recreational area. 

Conventional two-way collector streets 
feed the residential modules, as in the 
sketch above. 

The executive director of the American 
Institute of Planners, Robert Williams, de- 
scribes the new plan this way: “It’s a com- 
bination of small-lot subdivision techniques 
of the 1940s with the slanted lots and one- 
way streets developed in trailer parks and 
the common-ground idea of townhouse 
developments.” 

Density and costs. The lots would run 
about 5,000 sq. ft. FHa’s model lot is 37.3’ 
wide and 58’ deep. The agency figures 
costs this way: an 800-sq.-ft. house, $8,000; 
closing costs, $937; site development, 
$1,563. 


atarak fabber (News, June) and State Mortgage 


arig Co. of Los Angeles. 

Sunset, a petroleum company turned 
community developer, is building planned 
communities on 25,771 acres in eight dif- 
ferent locations near San Francisco, Los 
Angeles, and Sacramento. About 70% of 
its sales come from real estate. The com- 
pany be been able to generate consider- 


STERLING macause its income by 


ident and secretary of Sunasco, will 
head the merged concern. 

Sunset owns 25,000 acres in Cali- 
fornia’s key metropolitan areas, but its 
net income of $6.2 million for the year 
ended Sept. 30, 1966, was down sharply 
from the $7.4 million of 1965. 

On completion of the transaction with 
Sunasco, Daniel Dubbin will replace 
his brother Henry as Canaveral’s chair- 
man. Henry and six associates have 


been indicted by a federal jury in New 
York on charges of conspiring to ma- 
nipulate the price of Canaveral stock. 
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For fast delivery of 
Weyerhaeuser Cedar 
call a dealer listed bel 


ALASKA 

Anchorage—United Lumber Co., 
CALIFORNIA 
Berkeley—Truitt-White Lumber Co., 2nd & Hearst St.—TH 
Sacramento—Burnett & Sons Lumber & Millwork, 

11th & B Streets—442-0493 

COLORADO 

Fort Collins—Everitt Lumber Co., Inc., P.O. Box 571—484 
Glenwood Springs—United Lumber & Mercantile Co., 

Box 210—945-5483 

CONNECTICUT 

Manchester—The W. G. Glenney Co., 336 N. Main St.—64! 
ILLINOIS 

Aurora—Globe Lumber Co., Inc., 1500 New York St.—898 
Chicago—Edmund A. Allen Lmbr. Co., 228 N. LaSalle St.- 
Peoria—Carver Lumber Co., 603 E. War Memorial Dr.—€ 
Springfield—Barker Lubin Company, Box 1407—522-88 
INDIANA 

Muncie—Kirby-Wood Lumber Co., 
KANSAS 

Topeka—Whelan’s Inc. of Topeka, Kansas, 715 E. 4th.—F 
KENTUCKY 
Lexington—Smith-Haggard Lbr. Co., 
LOUISIANA 

Lake Charles—Powell Lumber Co., 
MARYLAND 
Gaithersburg—Gaithersburg Lumber Supply, 

11 So. Frederick Ave.—948-9233 

MASSACHUSETTS 

Fitchburg—Webber Lumber & Supply Co., P.O. Box 445— 
Hyannis—John Hinckley & Son, Inc., 49 Yarmouth Road— 
MINNESOTA 

Minneapolis—N. C. Bennett Lbr. Co., 2825 5th Ave. S.—8 
St. Paul—Midway Platt Co., 630 N. Prior Ave.—646-7101 
MISSOURI 

St. Louis—Beyers Lumber Company, 8684 Olive Blvd.—W 
NEBRASKA 

Millard—Millard Lumber Inc., 305 South 5th—334-5222 
Omaha—Independent Lumber Co., 3923 Leavenworth—34 
NEW JERSEY 

Fair Lawn—Glen Rock Lbr. & Supply Co., Rt. 4 & Erie RR- 
Trenton—Kennedy Lumber Co., 1010 East State St.—392. 
NORTH CAROLINA 

Winston Salem—Fogle Brothers Co., Inc 

P.O. Box 10670—724-6358 

OHIO 


Cleveland—Big 4 Lumber Co., 7000 Granger Road—524-5 
Norwood—Norwood Sash & Door Mfg. Co., 

Ross & Section Avenues—531-5700 

Toledo—Lumber Suppliers, Inc., 3940 Lewis Avenue—GR 


OKLAHOMA 

Tulsa—Mill Creek Lumber & Supply Co., 5244 E. 15th—W 
OREGON 

Salem—Portland Rd. Lbr. Yard, 3545 N.E. Portland Rd.— 
PENNSYLVANIA 


Monroeville—Tot’um East Inc., 2612 Mosside Blvd.—372 
Pittsburgh—Mark Lbr. & Sup. Co., 145-49 Steuben St. = 
Pittsburgh—Tot’um Lumber Co., 1820 West Carson St.— 


TEXAS 


Austin—Stripling Blake Lbr. Co., Inc., 5453 Burnet Rd.— 
Houston—W. H. Norris Lumber Co., 1733 Ennis—CA-7-52 


WISCONSIN 
Sister Bay—Berns Bros. Lumber Co., Maple & Mill Road- 


If you don't find a dealer listed n 


you, send the coupon at right. 
HOUSE & H 


Inc., Box 6211—277-355: 


Inc., 900 S. Liberty—28 


Inc., 901 E. 3rd St.— 


Inc., P.O. Drawer P—H 


or the custom-quality look 
iat sells on sight, think 

1 the tasteful terms of 
Jeyerhaeuser Cedar 


can see why Weyerhaeuser Cedar is so at home in the better 
hborhoods. This most adaptable of woods lends its warmth and 
acter, beautifully, to every type of architecture. Outside. Inside. All 
nd the house. It gives you the unmistakable edge of custom-quality. 
that’s what sells houses! 


yerhaeuser's complete Cedar line also gives you design latitude. Choose from a 
ange of siding and paneling patterns. In clear-grade or rustic. Plan horizontal, 
al or diagonal applications. Use the saw-textured surface or the smooth. Stain, 
_ oil, wax or bleach it. Or leave it natural to silver with the seasons. Then, complete 
290k of quality with Weyerhaeuser Cedar trim, decking and shakes or shingles. 
rtant, too, is the assurance that Weyerhaeuser Cedar is broadly distributed. It's 
able, nearby, when and where you need it. And you will be needing it. So send 
oupon, today. 


Weyerhaeuser, Box B 2609, 
Tacoma, Washington 98401 


Gentlemen: Send me your full-color packet 

on Weyerhaeuser Cedar, and name of my 

nearest Cedar Specialty Dealer. 

Name 

Firm 

Address 

Weyerhaeuser 


City =< State) Zip 


THE SENSATIONAL NEW BREWMATIC 


GOURMET-TYPE COFFEE APPLIANCE IS NOW 
AVAILABLE FOR YOUR HOME! USES THE SAME 
PRINCIPLES AS THE FINEST RESTAURANTS. 


FOR FREE LITERATURE, WRITE TO: 
BREWMATIC 3828 So. Main St. 
Los Angeles, Calif. 90054 
Dealer inquiries invited 


Circle 38 on Reader Service card 


“| like to use Bilco 
Basement Doors on all my homes 
—including split levels.” 


BUILDER: Sam Watkins, Todd Construction Co. 


DEVELOPMENT: Robscott Manor 
Location: Newark, Delaware 


© 


AMERICA'S FINEST 
BASEMENT DOOR 


THE BILCO COMPANY, DEPT. B-57, NEW HAVEN, CONN. 06505 


22 Circle 39 on Reader Service card 


Largest plumbing maker enters 
homebuilding field in California 


President William D. Eberle is 
taking American Radiator & 
Standard Sanitary Corp. of New 
York City into a joint venture 
with William Lyon’s Luxury 
Homes of San Jose and the Janss 
Corp. of Los Angeles, owned by 
Edwin and Bill Janss. 

The nation’s largest plumbing 
manufacturer ($570 million sales 
in 1966) has put up $2 million to 
buy into Potrero Homes, the 
Lyon-Janss partnership. Each 
principal will now own one-third. 

The original partnership built 
400 houses in the Potrero Valley 
of California’s Ventura County. 
The new venture will concentrate 
on a nearby 1,100-acre site at 
Thousand Oaks-Conejo Valley, 
where plans call for 100 commer- 
cial buildings and 4,500 single- 
family FHA-vVA houses in the 
$19,000-to-$27,000 range. 

Janss developed Westwood Vil- 
lage in West Los Angeles. Lyon, 
president of the HBA of Los An- 
geles, Orange and Ventura Coun- 
ties, has 10 subdivisions in Cali- 
fornia. 


NEW BUILDER EBERLE 
From fixtures to whole house 


This is the first homebuildi 
operation for American-Standa 
which makes 85% of its sales 
the home-construction field. T 
company originally owned half 
Gulfstan Corp., an engineer-cc 
tractor that built water syster 
for public bodies and for sor 
builders. American-Standard to: 
full control when Gulfstan i 
curred heavy losses last ye: 
then phased out many of Gul 
stan’s operations. 


West Coast’s Mission Viejo is solc 


James E. West, board chairman 
of southern California’s Mission 
Viejo Co., has just bought the 
combined 80% in the company 
held by Donald L. Bren Assoc. 
and George A. Fuller Co. 

West is the attorney for the 
O’Neill family trust, which held 
the remaining 20% of the Mis- 
sion Viejo Co. The family owns 
the adjoining O’Neill Ranch of 
53,000 acres. Bren Assoc. has 
headquarters in Newport Beach, 
Fuller in New York. 

The Mission Viejo Co. has 
completed a golf course, shop- 
ping center and about 440 


houses in two developments — 
the Mission Viejo tract, ar 
plans to build another 1,0 
houses. The Mission Viejo tra 
began on 1,500 acres purchase 
from the O’Neills, and the oris 
nal plan was to expand to 11,0( 
acres. Parcels were sold to Deaı 
Bros., which built 500 homes « 
its own land, and to build 
Harlan Lee, who put up 45. 
West says Philip J. Reill 
executive vice president, will no 
head the Mission Viejo Co. Do 
ald Bren headed the company f 
three years before the sale ar 
planned the original communit 


New president named by the Del Webb Corp. 


Robert H. (Bob) Johnson, 51, 
has been elected president of Del 
Webb Corp., one of the coun- 
try’s biggest residential and com- 
mercial building concerns. 
Johnson is the third president 
of the firm he joined in Phoenix, 
Ariz., 32 years ago. He succeeds 
Del E. Webb, who continues as 
chairman and chief executive. 
Del Webb’s gross revenue in 
1966 was $166 million, with a 
net loss of $761,668. This com- 
pares with revenue of $130 mil- 
lion in 1965 and a net loss of $13 
million. (See page 74). 
DEVELOPERS: Clark A. Smith 
has resigned as FHA director for 
Wyoming. He will manage Hori- 
zon Land’s New Mexico develop- 
ment: Paradise Hills, a com- 
munity of 2,500 near Albuquer- 
que, and Rio Grande Estates, 
comprising 100 homes on the out- 


skirts of Belen, 30 miles south 
Albuquerque. 
ASSOCIATIONS: $. B. Philli 
Jr., president of Central a 
South West Corp., has be 
elected president of the Electi 
Heating Assn., an industry pr 
motion group with 170 memb 
companies. Gordon H. Smit 
president of Albro Metal Pro 
ucts Corp., New York, has be 
reelected to a second term 
president of the National Asso 
ation of Architectural Me 
Manufacturers. 

DESIGNERS: John Slayter, w 
pioneered the space frame f 
sectional houses (H&H, Se 
%62), has set up Slayter Assoc. 
specialize in design and techr 
logical guidance for mobile-hot 
and relocatable-structures make 
Clients include Alcan Desi 
Homes and U. S. Gypsum Co. 
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New Kentile® Cork. Individual 12” x 12” x 3/16” tiles. Maroc, with a wide parquet pattern; 
Algerie, with narrow parquetry. Use your imagination and use them on walls as well! 


Pop a new cork in your homes! 


Make your homes and modernization projects really distinctive. 
Install Kentile’s exclusive new natural cork tile with the rich par- 
quet look! All the warmth, cushiony comfort, quiet, and long life 
of cork—plus exciting through-and-through designs. Yet it costs 
no more than standard cork. Great for family rooms and bed- 
rooms—commercial use, too. Unlike carpet, it doesn’t trap or 
hold dust. Call your flooring man for samples of both designs. 


Everything Hinges on Hager! 


HAGER HINGE COMPANY 
139 Victor St. ° St.Louis, Mo. 63104 
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CAVROK IS SENSATIONAL 


Cavrok brings the realism and beauty of brick, 
stone and wood in 4’ X 8’ reinforced fiberglass 
panels. Easy to apply over new or existing walls, 
with hammer and nails or Cavbond, the interior/ 
exterior adhesive. 


On display at fine lumber 
dealers, or write... 


CAVROK SALES INC. 
55 High St., Hartford, Conn. 
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Architects pick leader who pledges 
to press war on community uglines 


He is Robert L. Durham of 
Seattle, who took over the leader- 
ship of the 19,000-member Amer- 
ican Institute of Architects at its 
New York convention last month. 

Durham evolved the ata’s cam- 
paign against community ugli- 
ness, headed the task force that 
studied and set up the program 
and then served as program co- 
ordinator. Now he promises to 
continue the war on ugliness with 
“new phases of community ac- 
tion.” 

An urban and civic leader, 
Durham helped put across an 
ordinance establishing Seattle’s 
municipal art commission. He has 
been a national vice president 
and chairman of the AIa’s coun- 
cil of commissioners and was 
first vice president of the institute 
last year. 


ARCHITECTS’ DURHAM 
A wider war on ugliness 


Durham succeeds Charles | 
Nes Jr. of Baltimore. George 
Kassabaum of St. Louis is t 
AIA’s new first vice president, 
post that normally leads to t 
presidency. 


Californian heads lumber group 


Russell H. Ells, president and 
general manager of the Willits 
Redwood Products Co. in Willits, 
Calif., has been elected president 
of the National Forest Products 
Assn., the trade federation for 
the forest products industry. 

Ells, 66, was chosen at a meet- 
ing of NFPA directors in Wash- 
ington in May. He succeeds Gene 
C. Brewer of New York, presi- 
dent of U.S. Plywood-Champion 
Papers, who becomes chairman 
of the NFPA board. 

An engineering graduate of the 
University of California at Ber- 
keley, Ells is a director and past 
president of the California Red- 
wood Assn., San Francisco. He 
operated a timber engineering 
business in the Willits area, then 
became plant manager for the 
Sage Land & Lumber Co. and 
later, with a partner, founded 
Willits Redwood. He has been in 
the forest industry 27 years. 


Jack Irvine, 76, dies; 
headed mortgage firm 


Jack Irvine, president of Western 
Mortgage Corp., died of cancer 
at his Los Angeles home on May 
24. He was 76. 

Irvine became president of the 
company in 1945 and helped 
build its servicing portfolio to 
$1.3 billion. He sold his con- 
trolling stock interest to Chair- 
man H. Leslie Hoffman eight 
years ago. 

Western is the world’s second 
largest mortgage banking house 
(behind T. J. Bettes Co. of 
Houston) and is the largest mort- 
gage banker in California. It is 
the principal supplier on the West 
Coast for the Metropolitan Life 
Insurance Co. 


| 
LUMBER GROUP’S ELLS 
From Western to national role 


DIED: John Frank Pendergas 
62, director of FHA’s San Fra 
cisco office since August 1962, . 
a stroke May 31; Kenneth 
Kimball, 55, seasoning resear« 
specialist and dry-kiln engineer 
the U.S. Forest Products Labor 
tory, Madison, Wis., May 4 of 
heart attack. 


Wendell C. Brock dies 
builder in Sacramento 


Wendell C. Brock, 50, Sacr 
mento, Calif., homebuilder, di 
May 3 of leukemia. He was vi 
president of M. J. Brock & Sor 
which has built more homes 
the Sacramento area than ai 
other builder. Brock, a past pre: 
dent of the Associated Hon 
Builders of the Sacramento V: 
ley, was a native of Los Angel 

His father, Milton J. Brock S 
president of the National Asso 
ation of Home Builders in 194 
established the homebuilding fir 
in 1938. The firm completed lar 
residential developments in t 
Los Angeles area, then expand 
into homebuilding in the Sacı 
mento market. 
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Shown here: Bruce Laminated Oak Blocks in Medium Finish. Also available in Fireside (dark). 


«Model. Apartment Ideas 
that win tenants 


Make your model apartments memorable—for exam- 
ple, a bearskin rug on a Bruce Block Floor. Add the 
drama of an exotic area rug to the natural beauty of 
Bruce Laminated Oak Blocks and you get double- 
barrelled appeal working for you. You also get long- 
wearing practicality—the Urethane Prefinish on Bruce 


N \ 


Blocks is tough enough to take the hardest kind of 
tenant wear. Bruce Laminated Oak Blocks are espe- 
cially suitable for installation over concrete slab. And 
you can easily reduce sound transmission by installing 
them over sound-rated insulation board. Write for more 
information or see our catalog in Sweets’ Files. 


RRIF URETHANE PREFINISHED for the most damage-proof finish ever given wood floors! 


SPECIAL OFFER 


COMPLETE 
BUILDING 


LIMITED 
TIME 
ONLY 


a 4, 
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NO MONEY DOWN—DIRECT WHOLESALE PRICES 
AT LAST .. . Finest leisure homes in America! . . . Direct Wholesale 
Prices, “A” frames $1269, Chalets $1388, Lakeside Homes $1355... . 
NO MONEY DOWN! Why wait until “some day”?—-CASH IN on the 
BOOMING BILLION DOLLAR LEISURE HOME MARKET-NOW! 


Send $3 for each set of Construction Building Plans, complete with 
detailed illustrations, floor plans, material specifications, etc... . We 
unconditionally GUARANTEE all plans to meet the Uniform Building 
Codes in every area of the United States. This offer is for a limited time 
only—to introduce our line of Rustic Leisure Homes. 

Order your Plans TODAY—while they are still available. 


U. S. Rustic Cedar Homes, Inc. Design Dept. HH 
3450 Wilshire Blvd., L. A., Calif. 90005 
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We'll shock you 
out of your drawers. 


This Plan Hold vertical filing system will save your 
staff 75% of the time they now spend on removing 
and replacing plans. Everything is immediately vis- 
ible. You can find plans fast. File them fast. Without 
stooping, bending, or straining. [_] Plan Hold sys- 
tems save space too. You can file 1200 sheets in 34 
sq. ft. Beautifully designed. Remarkably inexpen- 
sive. [_] Dubious? The time, space, and money we 
can save you is going to come as a surprise. Write 
for catalog of 31 filing systems to Plan Hold, P. O. 
Box 3458, Torrance, California 90510. 


FA ®PLAN HOLD CORPORATION 


=: Torrance, California & Aurora, Illinois 
W Plan Hold Company of Canada. Toronto, 18. 


World's Largest Manufacturer of Plan Filing Systems 
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send your advertising 
to all 
House & Home 
subscribers and reader 
in 


Indiana 
Kentucky 
Michigan 

Ohio 
West Virginia 


for only $260 


That’s the cost of a black and white, half-page adverti 
ment in all copies of House & Home going into those sta 
in any one month. 


Use House & Home every month to take your advertis 
to all House & Home subscribers and readers in India 
Kentucky, Michigan, Ohio and West Virginia and that c 
drops to $215 a month. 


For costs and full details on all the kinds and sizes of 
vertising you can use, in this and other groups of states. 
out and mail the coupon. 
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House & Home 
330 WEST 42ND STREET 
NEW YORK, N. Y. 10036 


Please send me information on advertis- 
ing in House & Home regional editions. 


NAME 


COMPANY 


ADDRESS 


CITY STATE ZIP 
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Vanity by Mutschler, Napanee, Indiana 
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DECORATOR FANS 


ee 


Style is the keynote in today’s bathrooms. They are be- 
coming bigger, better equipped, more versatile, and — 
above all — prettier! That’s why Leigh is offering a trend- 
setting new series of fans that decorate as well as ventilate. 

The grille of the new Leigh fan is the showpiece — 
handsomely sculptured, off-white, highlighted with antique 
gold. It repeats the motif of so many vanities and cabinets 
planned for new residential and apartment bathrooms. It 
provides an ever-present and tasteful touch in any room. 
It belongs in your picture. 

Models for bathrooms, powder rooms, kitchens. In resi- 
dences, apartments, motels — wherever you want modern 
ventilation and trend decor. 


Fans to suit the needs you face today. Built by Leigh, 


Leleng in gorth piane 


manufacturer of a long-established line of range hoods and 
ventilating fans. You can choose Leigh Decorator fans that 
turn so quietly you can’t hear them run. Or powerful 
enough to push air through a Jong exhaust duct. Thinwall, 
ceiling models—full range of sizes. U.L. approved. Priced 
to fit your budget. Call your supplier today. Or for com- 
plete listing, write for Bulletin 490-L. 


Call your supplier or write for more information. 


AN LEIGH PRODUCTS. INC. 
S, 2567 LEE STREET, COOPERSVILLE, MICHIGAN 49404 


East Coast Warehouse: Leigh Corp., Edison, New Jersey, West Coast Warehouse: 

Leigh Industries, Inc., City of Commerce (Los Angeles), Calif. Made in Canada 

Wd by Leigh Metal Products Ltd., London, Ontario, Western Canada Sales Agency: 
E. H. Price Ltd., Winnipeg, Edmonton, New Westminster, Calgary. 
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Hotpoint gives you an almost unlimited selection of builder 

appliances to fit your cost, size and style requirements. 

Like 24 refrigerators, 19 ranges, 22 wall-ovens, 6 drop-in oven-ranges and 
6 surface units, 5 dishwashers, 4 food waste disposers, 7 washers and 

11 dryers, 10 air conditioners... plus a full line of cooling and heating 
products. All with Hotpoint’s complete parts and labor warranties! 


tpo ers the fullest b 


Du 


id the best in professional builder services: 


Kitchen Heating and Air Heating and HOTPOINT 
and ‘ Conditioning Cooling Operation | 
Laundry Planning Calculation and Layout Cost Estimates a 
Interior Merchandising Professional SOU RCE 
and and Sales 
Exterior Lighting Promotional Planning Counseling PROGRAM 


Whatever the project, your Hotpoint consultant has the technical know-how 
available to help you cut costs and build in more salability. Remember, 
too, Hotpoint is a name customers know and respect... and there’s 
prompt, professional Hotpoint service in almost every city in the country. 


So take the fullest line in the industry, together with the best in professional 
builder services, and you’ve got—Hotpoint’s Single-Source Builder Program. 
Call your local Hotpoint distributor, today, for the full story. 


Hotpoint 
... first with the features women want most 


Hotpoint » General Electric Company « Chicago, Illinois 60644 mu coma 
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When they said, 
“Show us new ways to 
cut housing costs,” 


... the men at Reynolds 
made the folks right 

at home with aluminum 
building products. 


{I 
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Reynolds did the right thing by both bt 
and customer at semi-tropical Port Char 
one of General Development Corpora’ 
Florida communities. 

Advance planning paid off in pre-fini 
packages, installed with less labor. Co 
nents included siding, roofing, windows 
sliding doors, soffit and fascia, shutters 
hardware, even heating and cooling duc 
rust, rot and warp-free Reynolds Alumit 

Builders who wish to take advantage of 
finished packages such as this can also 
other Reynolds Aluminum products: gu 
and downspouts, louvers and vents, foil v 
barrier, flashing and nails. 

Buyers benefited, too, from alumini 
features. Reflection of radiant heat k 
homes cooler during hot weather, retains 
nace heat better during cold spells. Fac’ 
applied, baked enamel colors stand uj 
harsh sunlight and salt-laden air, ins 
homes that stay young. 

Add the fire and hurricane-resistanc: 
Reynolds Aluminum building products, 
you get an unbeatable combination—insti 
tion features that make sense to any buil 
low-maintenance features that mean a ¢ 
buy to any home buyer, in any climate. 

Write for complete residential builc 
product information. 


REYNOLDS 


ALUMINUN 
Building Product 


Watch ‘‘Spotlight,’’ Tuesdays, CBS-TV 


REYNOLDS METALS COMPANY 
Building Products and Supply Division 
325 West Touhy Avenue, Dept. HH-77 
Park Ridge, IIlinois 60068 


Send complete Residential Building 
Product File 


Company. 


Address 


City. = 2 Se ve Ess tare. 


O Have salesman call 
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YOUR LENNOX TERRITORY MANAGER* 
IS A NAME DROPPER 


He only drops important names. 
Like yours. He does it to impress the 
right people (your prospects). At 
the right price: You pay bare costs! 
He can help put your name up in 
lights. On a lighted outdoor poster. 


He can help design your develop- 
ment sign, and tract sign, and tract 
brochures, and model home 
materials. 


He has a complete integrated 
promotion package called “The 
Living Air” promotion. Plus a wide 
variety of posters, ads, mailers, 
publicity stories, TV and radio copy. 
And he knows a lot about how to 
use this advertising material 
profitably for you. 


Just give your Lennox Territory 
Manager half a chance. He’ll make 


LENNOX 


AIR CONDITIONING * HEATING 


Circle 54 on Reader Service card 


you a big name around town. See 
him, for the best deal and the best 
dealer in town. 

Write Lennox Industries Inc. 
240South 12th Avenue 
Marshalltown, lowa 


*Territory Manager (T.M.): the “old pro” 
Lennox factory representative who works 
directly with dealers and their builders, 
architects, engineers, contractors, schools. 
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This shower control protects your comfort 


two ways. Beautifully by Speakman. 


Dual-Safe Colortemp’s red and blue dial regulator lets you 
pre-set the precise water temperature you enjoy most. Dual- 
Safe Colortemp shower valves hold temperature constant— 
automatically balances hot and cold water pressures. 


So once pre-set—even though water is turned on elsewhere 
in the house—a steady never scald, never icy temperature 
is maintained. Never any burning or chilling surges of hot 
or cold water. 


It’s what’s outside that counts. Dial red for hot. Blue for 
cold. In-between for just right. With Speakman Dual-Safe 
Colortemp you can see what you’re doing—visibly pre-dial 


dual- 


*T.M. SPEAKMAN COMPANY 


safe col ort y 


costs less really than you think/by SPEAKMAN 


the safe comfortable water temperature you desire. 


It’s what’s inside that counts. Once the water is turned on 
under normal operating conditions, a new Speakman twin 
piston system instantly adjusts to hot and cold input varia- 
tions—to maintain the safe comfortable temperature you 
originally dialed. 


Dual-Safe Colortemp for dual safe comfort in the shower. 
Beautifully designed and exceptionally engineered by 
Speakman. Why not let Speakman quality speak for you. 


Send for complete descriptive literature without obligation. 
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gS SPEAKMAN® COMPANY e. Wilmington, Delaware 19899 e In Canada write Cuthbert-Speakman e 47 Duke Street, Montreal 3, Quebec 
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SMALL-SCALE BUILDINGS 4nd handsomely landscaped site preserve open feeling despite density of 20 units per acre. Project was designed for adults, 


A high-density rental project for a single-family area 


a am This 32-unit project occupies only 1% 
IO-UNIT | j Per acres (left), but its blend of townhouses 
APARTMENT foe and apartments maintains house scale. 
None of the buildings is over three stories 
high, and one, set into the slope, appears to 

be only two stories from street level. 
Costs per unit were $20,000 to $35,000 
for construction, and about $3,000 for 
land. The townhouse rentals are from $265 
+ to $325; the apartments shown here rent 
for about $265, and ten recently finished 
apartments at the rear of the project rent 
for up to $350. Fred W. Schurecht is the 
architect, builder and owner. Location: 

Barrington, Ill. 


SMALLER TOWNHOUSES (J on site plan) are on the corner of the site. the slope). The four units facing the side street have garages on the lowes 
Two units at the left of the T-shaped building have garages at street level and level, living areas and two bedrooms above. The end unit (at right on plan’ 
three bedrooms plus a studio and utility room on the lowest level (cut into has a side entrance, two outdoor-living levels and a den. 
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TERRACE LEVEL FIRST LEVEL SECOND LEVEL Ceo 
.RGER TOWNHOUSES (2 on site plan) have bottom garage levels that rooms on the top level; they are entered from the side. The inside units have 
Jude an extra bedroom or recreation room, laundry, bath and utility room. a formal entrance at the street side and a rear family entrance next to a 
e two end units are slightly larger, have two-car garages plus three bed- one-car garage. All units have terraces and balconies. 
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PARTMENT UNITS (3 on site plan) are designed in pairs on three levels have side balconies or terraces. All units have two bedrooms, compartmented 
9 that six units share a stairwell. Units are floor-through, and all have bath, pantry in the kitchen and corner fireplace. Garages for these apartments 
iding doors to balconies that face the landscaped site. Some end units also are in a separate building at the rear of the project. 


For the better homes In any neighborhood 


its wood windows. 


Designed by Ernest Blaylock, Southern Decorators 


Why wood windows? 


First, let’s take condensation. When warm interior humidity 
hits a cold metal frame in winter, condensation takes place. 
Water drops form, drip over sills and down walls or wallpaper. 
Homeowners can’t do anything about this problem. It’s just the 
nature of metal—what heating engineers call excessive Thermal 
Conductivity. With quality wood windows, troublesome conden- 
sation cannot happen—the chart at right tells you why. 


Then, take total home comfort. Cold metal surfaces conduct 
heat or cold from rooms faster than wood surfaces. Again, too 
much Thermal Conductivity. Wood simply is a better insulator 
against heat and cold. That’s why wood windows help keep 
homes more comfortable in winter, cooler in summer. 


From every standpoint, it’s wood windows! Wood windows blend 
with any architectural style — they’re available in every type, 
style and size imaginable. And they give homes a warmth and 
beauty unmatched by any other type of window. 


Free Window Condensation Calculator. Based on ASHRAE data, 
our exclusive Condensation Calculator helps you determine 
condensation problems so you can select the correct windows 
for the homes you design and build. It’s free. Send requests on 
your business letterhead. 
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Inside Relative Humidity 
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Visible Condensation of Inside Surfaces. 
Room temperature 70°. Outside wind velocity 15 mph. 


Chart shows comparative condensation on inside surface as 
outside temperature drops. Example: when outside 
temperature is 20° it would take as much as 69% inside 
relative humidity before condensation would appear on 
wood sash—but condensation will form on aluminum sash 
with just 22% inside relative humidity (and, most homes 
average 30-35%). 


Outside Air Temperature °F 


Source: ASHRAE Standard Psychrometric Chart 


PONDEROSA PINE WOODWORK 


and the Western Wood Products Assn. 
DEPT. HH-77, 39 South La Salle Street 
Chicago, Illinois 60603 
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Patents 
Pending 


Quick-loading cartridge 
holds 125 16d box or sinker 
nails, or 120 16d common nails 


Safety bottom 
trip is standard 


New STALLION portable pneumatic nailing tool 


/ 


@ Now the advantages of fast single-blow 
pneumatic nailing with a portable car- 
tridge-fed tool are available wherever 
16d nails are used—for nailing studs in 
frame construction, for example, or, in 
industry, for the manufacture of crates 
and pallets. 

The Stallion saves time and effort, 
eliminates waste of nails, makes every 


nail count with power to pull boards 
tight. 4,000 to 5,000 nails per hour is a 
practical on-the-job speed, including re- 
loading time. 

For all its: power, the Stallion weighs 
only 11 pounds. It operates on com- 
pressed air at 80 to 100 p.s.i. 

Write for price and where-to-buy in- 
formation, and for a demonstration. 


Drive 16d nails with one blow! 


PASLODE 


COMPANY, DIVISION OF SIGNODE 
8080 McCormick Blvd., Dept. HH, Skokie, Ill. 60076 
In Canada: Paslode Canada Reg‘d, Scarborough, Ont. 


16d box nail, 3%” x .135” (10 ga.) shown actual size 
above. Also drives 16d sinker nails, 3%” x .148” 
(9 ga.), left, and 16d common nails, 3%” x .162” 
(8 ga.). Nails conform to Federal Specification 
FF-N-105a, Interim Amendment-2, April 7, 1964. 
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Marketing vs. gimmickery 

H&H: I have read every one of your merchan- 
dising issues, since the first one 15 years ago, 
with more interest than I read most of your 
other issues. This year you did the best job 
you have ever done. Your May issue was out- 
standing because you stuck to the merchandise 
itself and dropped that old, tired litany of 
signs, exhibits and gimmickery, just as the 
public has dropped its susceptibility to signs, 
exhibits and gimmickery. 

Today’s knowledgeable buyer looks hard at 
the merchandise itself, and that merchandise 
is far more than simply a good dwelling unit 
and a nice facade. Good merchandising calls 
for attention to the whole community—from 
road signs to the roll of the land, the preserva- 
tion of natural characteristics in the landscape 
and the juxtaposition of houses and/or apart- 
ment units to provide each with its own special 
claim on the environment around it. 

There is no question that we need more- 
exciting architecture along with the way we 
handle our communities and our neighbor- 
hoods. Whenever we combine exciting archi- 
tecture with really good overall environment, 
prospects become buyers because of the mer- 
chandise itself and not because of any mer- 
chandising gimmicks that pass for marketing. 
The slickest gimmicks in the world won’t sell 
“dogs” in a nothing development. 

I think your May issue can advance the 
housing industry’s approach to environmental 
design a decade overnight if all of us pay 
attention to what you report about the lessons 
other builders have learned. 

EMIL HANSLIN 

Emil Hanslin & Assoc. 

Waquoit, Mass. 
Reader Hanslin practices what he preaches. 
His New Seabury community is a classic 
example of merchandising that’s built right 
into the merchandise itself —Ep. 


Tapping pension funds 

H&H: Your pension-fund article [May] over- 
looked the continuing efforts that our associ- 
ation, the Northern California Carpenter 
Employers Fund, and the Carpenters Union 
are making. You infer that most groups, now 
that the money situation is easing, have been 
sitting on their fannies. This is certainly not 
the case with us. For example, I am making a 
presentation today to the Alameda County 
Retirement System; we have had about six 
meetings with the new administration in Cali- 
fornia to follow through on the Teachers 
Fund; we have given two speeches, one in 
Chicago and one in San Francisco, to mem- 
bers of the National Conference of Health, 
Welfare and Pension Plans (a training session 
for trustees) whose combined assets total $9 
billion. 

We certainly have not been letting any 
grass grow under our feet. We realize this 
crusade is a long-run affair and we plan to 
keep plugging. 

Now that I’ve rapped your knuckles, allow 
me to congratulate you on your urban-plan- 
ning editorial [May]. HHFA’s present policy 
really subsidizes the unrealistic planning your 
editorial referred to. Why? Because it does not 
require that a municipality requesting com- 
munity-facility loans and grants have a “hous- 
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ing element” in its general plan. In other | 
words, the city’s market plans should provide 
for the housing needs of all segments of the 
community regardless of race, color or eco- 
nomic level. HuFA should also discourage such 
loans to cities who pass minimum lot-size 
regulations that exclude the middle-income 
families from their communities. 

WILLIAM T. LEONARD, executive vice president 
Associated Home Builders 

of the Greater East Bay Inc. 


Berkeley, Calif. 


Outdated rent controls 

H&H: Congratulations on your cogent article 
titled “Only in New York: a housing ‘shortage’ 
that won’t end” [May]. 


H&H 


is now available. 


by H&H—115 in 


logical table of 
articles. 


West 42 Street, 
10036. 


editorial index 


House & Home’s 1966 editorial 
index, an eight-page reference guide, 


It includes a cross-reference list- 
ing of all subjects covered last year 


all, from acoustics 


to zoning—plus a combined, chrono- 


contents of major 


If you’d like a copy of the new 
index (there’s no charge), write to: 
Reader Service, House & HoMe, 330 


New York, N.Y., 


You mention that New York is the only 
city “still laboring under rent controls.” We 
are sorry to say that all the major cities in 


Westchester County, and many of the towns 
and villages, still retain rent controls. 
Despite the sustained efforts of the Apart- 
ment Owners Advisory Council (a realty own- 
ers and management group that is affiliated 
with us), Westchester communities refuse to 
lift controls for many of the same reasons as 
those so clearly delineated in your New York 


story. 


We have succeeded, in some instances, in 
having municipalities adopt vacancy decontrol 
——that is, the procedure in which an apartment 
is decontrolled as it becomes vacant. While 
vacancy decontrol is a step in the right direc- 
tion, its adoption is excruciatingly slow. 

It appears that the few cities—all in New 
York State—that have retained rent control 
are generally those with a sustained or declin- 
ing housing inventory. There simply must be 


a connection. 


GEORGE A. FRANK 


I intend to suggest 


issue be disseminated 


Builders Institute of 
Westchester and Putnam Counties 


White Plains, N.Y. 


We agree.—ED. 


Land reform Down Under 

H&H: I should imagine that you have had 
many requests for extra copies of your cele- 
brated issue of August 1960 in which land 
problems were dealt with. 


This is another. 


The government of the State of Western 


CHANGING 
YOUR 
ADDRESS? 


Australia is moving quite quickly toward 
combination of legislative measures designi 
to inhibit speculation in land and to bri 
sorely needed but vacant urban land onto tl 
ordinary market. One of the most importa 
things that it will have to do will be to ed 
cate the general public (and even some of tl 
parliamentarians) on the topic. 


to the Cabinet throu; 


my Minister that a large part (or even tl 
whole) of the contents of your August 19¢ 


in Western Australia 


the influentials and to the press. Its exce 
tionally expert combination of punch ar 
profundity would be uniquely suitable for o1 
public-relations exercise. 
Davip Carr, chief planner 
Town Planning Dept. 
Government of Western Austral 
Perth, Western Australia 


Who’s a ‘savant’? 


H&H: I thought your May editorial on “tl 
righteousness of deep-think planners” w 
great. My only concern was that in mentio 


ing our population 
growth, you are not 


Washington, 


ATTACH LABEL HERE 


Please give five weeks notice before change of address 
becomes effective. Attach mailing label here and print your 


new address below. If you have any question about your 
subscription, include address label with your letter. 


MAIL TO 
House & Home, 540 N. Michigan Ave., Chicago, Ill. 60611 


projections for urb 
putting us [the Urb 


Land Institute] in the same category with yo 
aforementioned “savants”. 
Max S. WEHRLY, executive direct 
Urban Land Institute 


D.C. 


That was not our intention—ED. 
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All eyes are on the exciting new handlieNocks by 


Weiser. Quality you can see at the entrance. 
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When home-lookers see a Kingsberry, action hap- 
pens. They want to move right in. They like the 
design. Great use of floor space. Dream kitchens 
and luxury baths. And the value. Like this ““Frank- 
lin” model recently built in suburban Atlanta. A 
1701 sq. ft. Colonial for only $22,000 (including a 
$3,500 lot) with a substantial profit for the builder. 
Kingsberry serves leading builders in 29 mid-At- 
lantic, Midwestern and Southeastern states. With 
houses that move and all the marketing and adver- 
tising aids to move them faster, Kingsberry can 
make this your year to move ahead. 


MAIL THE COUPON BELOW TODAY 


sath] DINING ROOM 
ae 10°x 9" 


2» CAR GARAGE 
20125 FAMILY ROOM 
wgs LIVING ROOM 
19x 12' BEO ROOM-3 | BED ROOM-2 
1019 MW 


The Kingsberry KINGSEERRY HOMES 
“FRANKLIN” DIVISION OF BOISE-CASCADE 


Mr. Robert C. Smith, General Sales Manager/Kingsberry Homes/Dept. HH-4 /5096 Peachtree Road/Chamblee, Georgia 


Please send more information on the Kingsberry program. 
berry Homes is immediate future planning. | have 


Please have your representative call on me. My interestin Kings- 


lots developed and lots available for development. During the 


past 12 months | have built and sold homes and/or. apartments. 


Name 


Mail Address 


Firm 


City 


Zip Code 
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Money problems vs. market opportunity 


Does the rising price of mortgage money mean housing 
is heading for another crisis? No, indeed 


At worst, it simply means that the sharp upswing 
in starts predicted for the second half of this year 
may be a little slower in coming. 

Sure, interest and discount rates are moving 
back toward their 1966 peaks. And since that 
trend is not about to reverse itself, the housing in- 
dustry can—and probably will—learn to live with 
it. 

This year—like 1966—looks like a year of 
high-cost money. But, unlike 1966, it is not a year 
of money shortages; there’s a lot more money 
available from housing’s traditional suppliers than 
there was last year. 

Money prices are up because of competition 
from the bond market and the demands of a war 
economy. But, say sources close to the Federal 
Reserve, the money outlook for housing is funda- 
mentally good. And, notes New York’s First Na- 
tional City Bank, savings that can be used to 
finance housing have recovered. One example: 
The net flow of money into s&Ls climbed from an 
annual rate of $2 billion in mid-1966 to a rate of 
$10 billion in the first quarter of this year—and 
the rate hit an all-time high in April. 

What’s more, other factors—chiefly robust de- 
mand for new housing and a switch in govern- 
ment monetary policy—will almost certainly keep 
1967 from being 1966 all over again. 

Housing demand is the highest since World War 
II, and it’s getting higher. New household forma- 
tions are booming along at well over one million 
a year. Demolitions of existing housing are run- 
ning close to 500,000 a year. In almost every state 
except California, vacancy rates are the lowest in 
ten years, and new construction lags so far behind 
demand that almost no good housing remains 
empty. Even California is raiding its inventory at a 
great rate; in the first quarter of the year, for in- 
stance, Los Angeles absorbed 10,000 units from 


vacant stock, while fewer than 5,000 new units 
were completed. 

Finally, people have the money to spend for 
new housing. Family incomes are half again as 
large in real dollars as they were 15 years ago. 

The best news of all comes from Washington. 
President Johnson’s Administration is now firmly 
committed to supporting a housing recovery this 
year. The Administration has asked Congress for 
an income-tax increase, and one of its prime rea- 
sons was concern over high interest rates and the 
victimization of housing. That move, more than 
any other, may convince the Federal Reserve that 
its increased supply of money can continue without 
inducing inflation. 

So the market’s there and the money’s there. All 
that’s needed is new housing so good that it ob- 
solesces the old house. And what obsolesces the 
old house? 

Some meaningful clues come from a major cor- 
poration which has been transferring 18,000 of its 
employees every year. The corporation found that 
transferred employees sell houses built in the 
1960s with ease, but have trouble moving houses 
built in the 1950s. 

The newer houses sell easily, says the company’s 
market research division, because 1) they are 
better planned (‘“‘togetherness” is out, privacy is 
in); 2) they have better heating, cooling, wiring, 
plumbing, hardware and appliances; 3) they are 
sited with more attention to good land use and 
preservation of trees and natural contours (not 
just plunked down in the middle of a bulldozed 
lot). 

The inference is clear: Let’s stop worrying about 
high-priced money—which we can’t do much 
about—and concentrate on turning out a more 
salable product. —RICHARD W. O’NEILL 
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18-ACRE LAKE is the central feature of Transamerica’s 293-acre project. First group of houses is at lower right, model area is in lower 
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This man-made lake is a sales featur 
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with big fringe benefit 


Its original purpose was to perk up 293 acres of un- 
inspiring land. 

The site—Newark, Calif., about 30 miles south of 
Oakland and San Francisco—is well located. But the 
land is flat and uninteresting, and the area has no aura 
of prestige. 

So Transamerica Development Co. took 26 acres 
out of the middle of the site and created the 18-acre, 
free-form lake shown above. The remaining eight acres 
will become a landscaped park around the perimeter 
of the lake. 

The cost of the lake itself was about $300,000. This 
adds only about 1% to the average house price (just 
under $30,000—see p. 53), a perfectly reasonable 


figure for a strong merchandising feature. And it 
also gave the project an obvious but sound name: 
The Lake. 

But by the time the project is finished, The Lake’s 
lake will have paid back its entire cost, and with inter- 
est. It has already cut a big slice out of land develop- 
ment costs; it has made possible a 25% increase in 
the number of house lots on the land; and, according 
to project manager M. Arthur Derr, its appeal is the 
key reason why early sales are now running extremely 
well despite the mushy California market. 

So the lake is paying off in three vital areas: land de- 
velopment, sales and municipal cooperation. On the 
next five pages you will see why. 
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The lake is paying its way as the storage basin for a 


cost-cutting storm-drainage system 


STORY 


DRAINAGE PATTERN (above) shows how entire 
project drains into lake. Fill from lake cut was 


used to raise one end of site to adequate drainage 
level. Drawing below shows simple system of laterals. 


LAKE BED is cut by scrapers (above). About 
500,000 cu. yds. of earth were moved. Two 18” 
openings (left) lead water to municipal drains, 
also maintain lake’s basic 7’ depth. Lake was 
filled (below) from wells that also make up 
water losses from seepage and evaporation. 


As a matter of fact, the savings effected by 
the system came pretty close to canceling 
out the entire cost of the lake. 

Transamerica’s drainage problem will be 
familiar to many developers working in 
flat country without nearby waterways big 
enough to handle storm water. There is 
a municipal main not too far away, but it 
is much too small to handle the sudden 
surge of storm water that could roll off 
293 acres. So the city of Newark stipulated 
that Transamerica would have to enlarge 
the mains. 

“Even if we had done the work our- 
selves,” says project manager Derr, “it 
would have cost $200,000. So we began 
to wonder if there was another way of do- 
ing it. 

“We had already considered building the 
lake as a merchandising feature, despite 
its high cost; then Dan Coleman, our land 
planner and engineer, saw that it might 
also lick the drainage problem.” 

So the lake became, in effect, a tem- 
porary reservoir for storm water, with all 
of the project’s catch basins draining into 
it. The basic depth is 7’, but grading allows 
an additional rise of 18”. And this rise 
will handle 10-million gallons of water. 

“The lake still discharges into the New- 
ark storm system,” says Derr, “but the 
flow is spread over a much longer period, 
and the city’s present system can handle 
iRise 

The result: a saving of $200,000. Also, 
the lake acts as a collector, eliminating 
mains within the project that Derr esti- 
mates would have cost another $50,000. 

But while simple mathematics would 
seem to indicate that Transamerica got its 
lake for a bargain $50,000, the realities 
were not quite so clear cut, 

“The $300,000 that the lake cost us was 
all front-end money,” says Derr. “More 
than half of the entire site had to be re- 
graded to drain into the lake. And since 
the material we cut out of the lake bed 
was used as fill for the regrading, the 
entire job had to be done before we could 
begin any building. This created a tremen- 
dous negative cash flow which had to be 
figured in as part of the cost.” 

So Transamerica ran a series of profit- 
ability studies on the project with and 
without the lake. They showed that in the 
long run, and taking account of merchan- 
dising and zoning advantages (pp. 50 and 
52), the lake still made economic sense. 


continued 
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LAND PLAN includes lots for 800 single-family houses, all on cul-de-sacs. 
Three sites—one of them on the island in the lake—are planned for multi- 


family buildings, possibly condominiums. Plan is basically a grid, but shc 
dead-end streets help minimize the hazards of through traffic. 


2 The lake is paying its way as the project’s biggest— 


and most merchandisable—community featur 


Pinpointing the primary reason why people 
buy houses in a particular development is, 
to say the least, an inexact science. There 
are so many variables—location, design, 
plans, prices, community facilities, etc.— 
that no one of them can realistically be 
singled out as the cause of successful sales. 

Nevertheless, Transamerica has some 
pretty persuasive evidence that The Lake 
would be far less successful without its 
lake. For example: 

Lots near the lake have been the best 
sellers—even at premium prices. The basic 
lot value in the project is $7,000; houses 
built on lakefront lots carry an extra 
$4,000 price tag, and those merely near 
the lake cost $2,000 extra. 

“Yet,” says project manager Derr, “most 
buyers willingly pay the higher tab.” 

The project is pulling better-heeled buy- 
ers into the area. “Newark has never been 
considered a top prestige area,” says Derr. 
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“But now, for the first time, prospects for 
$30,000 houses are moving in. We know 
from talking to visitors—and we’ve been 
getting a healthy 250 families or so every 
Sunday—that the lake is the thing that 
caught the interest of most of them.” 

Most important, sales are going well de- 
spite a soft market. The long-range pro- 
gram calls for the project’s 1,100 units to 
be sold out by 1973; to date—less than a 
year after opening—100 units have been 
sold. 

“This is well above our minimum sched- 
ule,” says Derr. “And we're sure that as 
soon as the market gets better, we'll get a 
higher percentage of sales from our traf- 
ie” 

The pulling power of the lake has al- 
lowed Transamerica to get along very com- 
fortably with only a moderate advertising 
program. 

“We have ten billboards,” says Derr, 


“and the rest of the campaign is in t 
form of medium-pressure newspaper ac 
So far we’ve worked on a cyclical basis- 
emphasizing the lake itself for about thr 
months, then shifting to our houses for t 
next three months.” 

The lake also gets equal billing w 
houses in the model area (facing page). T 
sales office and five models are sited in 
part of the first section nearest the lake, 
visitors can’t miss the project’s chief fe 
ture. And the area has its own miniatu 
lake—actually an over-sized ditch—whi 
visitors cross via a bridge to reach t 
model houses. 

When the project is sold out, the moc 
area will turn into an ordinary—albeit 
beautifully landscaped—cul-de-sac (t 
ditch will be filled in and become a roac 

Cost of the model area: $100,000 abo 
and beyond the houses themselves. “A 
worth every nickel,” says Derr. 
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Pip SALES OFFICE is immediately adjacent to parking area. 
Visitors must pass through it on their way to the models. 


2. SALES EXHIBITS quickly establish the lake as project’s 
key feature. Office is housed in shell of a standard model. 


se 
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ODEL-AREA LAYOUT is a souped-up version of a standard cul-de-sac. 
iles office is at upper left. Numbers are keys to views at right and below. 


3. BRIDGE carries traffic from sales office to model area. 
Layout is designed to work without a lot of directional signs. 


4. THREE MODELS, seen here from bridge, and two 
others, out of photo at right, flank a landscaped open area. 


5. SECOND BRIDGE leads away from models and back to continued 
sales office. Lake will be filled when area is closed. 
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ARTIST’S RENDERING shows how city-owned park around the lake 
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will look when trees and shrubs, now being put in, have reached maturity, 


3 The lake is paying its way as the key element in an 


unusual case of builder-city cooperatior 
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PARK PLAN (above) includes a scenic path 
around lake. Stepped-down grading, at right, 


maintains privacy for abutting lots. Detail (below) 
shows pattern of planting and a future boat area. 


The lush landscape drawn above is not | 
figment of an adman’s imagination. It 
a reasonably accurate picture of how th 
8-acre park around The Lake’s lake wil 
look in a few years. And it’s also an ex 
ample of what can be done when builder 
and city officials work together instead o 
at swords’ points. 

The park is owned—and will, whe: 
finished, be maintained—by the city; th 
land was donated by Transamerica, an 
the two groups will share equally in th 
cost of landscaping, estimated at $120,00 
(the money is now in escrow). Trans 
america helped in developing the land 
scaping plan, and must approve it. Whe 
the city puts the landscaping job out to bic 
Transamerica can be a bidder—giving th 
company in effect a way to establish a 
upset price. Finally, any capital improve 
ments beyond those in the original plan- 
docks and special gardens are a possibilit 
—will be made by the city. 

The lake and its park were the prim 
reason for the city’s approval of smalle 
lots. Newark’s original zoning would hay 
allowed 8,000-sq.-ft, lots, or a total c 
880 units in the project. But city officia 
took account of the 26 acres that Tran: 
america was turning over to them and ct 
the minimum lot size to 6,500 sq. ft. Re 
sult: 230 more units. 

“In my experience,” says Derr, “ot 
partnership with Newark is unique. An 
its going to benefit everybody—the cit 
Transamerica and, especially, our buyers. 
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These models are the current best sellers at The Lake 


w 


f $ . : ote Sa 

$32,000 MODEL, most expensive in the project, is the top seller; it 
has accounted for 26 of the first 90 sales. This version of the house 
has 2,311 sq. ft., five bedrooms. Coming soon: another version with 
three much bigger bedrooms on the second floor. 
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$26,600 MODEL, with 1,710 sq. ft. of living area, has accounted for 
20 sales. Its best feature: an excellent traffic pattern that dead-ends 
both the living room and kitchen. Compartmented bath serves three 
bedrooms, is close enough to living area to serve as guest bathroom. 


5 


$25,700 MODEL, smallest in the project, has also chalked up 20 
sales. Its 1,580 sq. ft. are arranged in an unusual way: three bedrooms 
and the living room on one side, kitchen and family and dining rooms 
on the other, with a wide entry hall separating the two areas. 
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$30,550 MODEL, with 2,148 sq. ft., has accounted for nine sales. 
Transamerica thinks it should have done better, and has now re- 
designed the kitchen so that it is more separate from the family room. 
Prices of all models include the price of a basic lot—$7,000. 
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Over the past few years, homebuilding has benefited enormously 
from massive doses of better management. But Clarence Kettler, 
president of Washington, D.C.’s Kettler Brothers, thinks that 
one aspect needs still more attention. His thesis: 


Solve your people problems, and you 
solve most of your management problems 


COMPANY CHAIRMAN Milton E. Kettler heads 
land buying, finance, administration and sales. 


Photos: Del Ankers 


COMPANY PRESIDENT Clarence E. Kettler di- 
tects land development and house building. 
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Six years ago, Kettler Brothers found itself 
in what most builders would consider a 
very comfortable position. It was building 
close to one hundred houses a year and 
grossing between $3 and $4 million. Profits 
were good. The company was soundly but 
conservatively capitalized, and it enjoyed 
an excellent reputation for quality. On top 
of this, the Washington, D.C., market was 
obviously at the beginning of a long and 
healthy growth. 

But despite this rosy picture, Kettler 
Brothers’ top brass was not comfortable. 

“We knew how to build, sell and finance 
houses,” says Milton E. Kettler, chairman 
of the board, “but all of a sudden that just 
wasn’t enough. We had a big organization 
with a pressing need to grow, and we 
realized that we didn’t really know how to 
go about it.” 

But they did go about it, and the com- 
pany has indeed grown: Sales volume in 
1966 was $12 million, up 50% in three 
years, and profits have kept pace. This 
summer Kettler Brothers will open four 
new subdivisions in Montgomery Village, 
a 2,200 acre development in Gaithersburg, 
Md., north of the Capitol. 

Behind this impressive growth record 
lies one overriding fact: In an industry 
noted for its ups and downs, Kettler 
Brothers has achieved a high degree of 
stability and good management. Morale is 
high; employee turnover—from executives 
to mechanics—is almost nil; and although 
the supervisory and office staff has almost 
doubled in three years, every department 
is now staffed with people capable of 


handling the next stage of growth. 

What were the key decisions that broug 
this all about? 

The first step: an objective 
appraisal by outside experts 

The first of these experts, marketi 
consultant James Mills, was hired to asse 
the basic strengths and weaknesses of t 
company, and to suggest the direction tł 
growth should take. His advice: 

“Grow deep, not out. If you build t 
manpower and the management skills, t 
volume and profits will follow. You ca 
do it backwards—shooting for volume a 
hoping that the men and the company v 
keep pace. The bankruptcy courts =< 
filled with companies that confused nui 
bers with profits.” 

Next, Kettler Brothers invited Stanl 
L. Berlinsky, Ph.D., a clinical psychologi 
to work with company executives in fi 
areas of personnel relations: 

1. Testing, interviewing and evaluati 
prospective new employees. 

2. Evaluating the performance and « 
veloping the potential of all employees. 

3. Spotting and removing roadblocks 
internal communications and in relatic 
ships among employees. 

4. Anticipating stresses on employ: 
caused by extraordinary job demands, a 
reducing the impact of those stresses. 

5. Consulting with personnel on p 
sonal problems that could hurt individ 
job performance. 

Out of this collaboration between buil: 
and consultant has come a program tl 
the Kettlers feel is the core of the co 
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any’s stability. Here are the key points of 
at program: 


‘efore you hire people, 
e sure the jobs exist 

Not a single prospective employee is 
aterviewed until the company determines 
yat a job is open and exactly what its 
unctions are. The appropriate department 
ead, working with Berlinsky and Admin- 
stration Manager James Grigg, writes a 
omplete job description, including all its 
luties, how it fits into the organization 
tructure and the personal traits or apti- 
udes it demands. 

They also decide exactly when the man 
vill be needed, then work back from that 
late to a hiring date. 

“Don’t wait until you are desperate,” 
ays Milton Kettler. “If you know you will 
1eed a man on May 1, and the hiring and 
yrientation process takes three months, 
you have to start looking on February 1.” 

Once the need for the job is proven, 
Kettler executives interview potential pros- 
ects, then send the most likely candidates 
yn to Berlinsky for testing and intensive 
nterviewing. This testing and interviewing 
s done in the calm, professional atmos- 
yhere of Berlinsky’s office to reduce the 
ension always present in job seekers. 

Armed with the job description and the 
iptitudes wanted, the psychologist gives 
nly those tests that he feels will provide 
he most-relevant information. 

“Tests are no substitute for a lengthy 
nterview, good references and past per- 
ormance,” Berlinsky says. “They are a tool 
nly. If we had to forego either tests or 
he interview, it would be the tests. 

“We never make our decision on the 


results of tests alone; they are only indi- 
cators. But the more we know about the 
skills and aptitudes demanded by the job, 
the better we can select validated tests 
that will show up these qualities.” 

A new difficulty in the hiring process has 
arisen from the complexities of opening 
Montgomery Village, which dwarfs Kett- 
ler’s earlier projects. 

“We had to hire a golf pro and a res- 
taurant manager, two jobs with which we 
had had no previous experience,” says 
Berlinsky. “It took us weeks to be sure of 
just what the jobs entailed. But once we 
wrote accurate job descriptions, it wasn’t 
too hard to find the people to fill them.” 

New employees aren’t given the sink- 
or-swim treatment, but must go through an 
orientation program that ranges from a few 
days for clerical help to as much as a 
month for a key salesman who will have 
full charge of a subdivision. In addition to 
a heavy dose of sales training, the new 
salesman must get to know people in every 
department and must become familiar 
with every facet of design, construction, 
finance, service, supply and administration. 


The first place to look for talent 
is among your own people 

Before any outside hiring is approved, 
the company makes a thorough review of 
present employees to see if the job can be 
filled from within. Says Jim Grigg: “We 
look not only for the man who already has 
the ability to fill the job but also for the 
one who could fill it with a little additional 
training, which we would see that he got.” 

Most key positions that have opened as 
a result of company expansion have been 
filled by promotion, not by hiring. Ex- 


What Clarence Kettler looks for in a foreman 


Foreman is a key job in the Kettler 
organization; interviews and written 
tests are aimed at revealing the follow- 
ing qualities in candidates : 

1. The ability to manage people, to 
get along with them and get them to 
perform. This ability must apply not 
only to those above and below the 
foreman’s own level, but also to others 
on the same level. 


2. The ability to manage things, to 
plan and schedule, and to follow 
through on that schedule in an orderly 
way without crises or crash catch-ups. 

3. The ability to relate dollars to 
production, hence to be profit oriented. 

4. A strong desire to do things bet- 
ter than they are being done presently. 

5. A strong personal ambition, not 
a willingness to stand still. 
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DEEP INTERVIEW of newest Kettler employee, 
John St. Peter, left, is conducted by psychologist 
Stanley L. Berlinsky. St. Peter will manage Mont- 
gomery Village information center, must have 
personality that will impress visitors. 


PERSONNEL SESSION is held by, left to right, 
Residential Superintendent John Jackson, Berlin- 
sky and Administration Manager James Grigg. 
Trio is reorganizing construction department to 
improve controls and communication. 


continued 


ORIENTATION of new employee John St. Peter, 
right, is conducted by John Gornall, advertising 
and public relations manager, who explains scale 
model of new information center. 


NEW SALESMAN Bryan Sheehan, right, learns 
what features have been included in Kettler de- 
signs as a result of market research, Tutor is 
George Smith of design department. 
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amples: Construction Superintendents Al- 
vin Thompson (commercial) and John 
Jackson (residential) started with the com- 
pany as carpenters; all the present foremen 
were originally carpenters or laborers; 
Thomas Matan, who will be sales manager 
of one of the new Montgomery Village 
subdivisions, began as a demonstrator on 
an earlier project; and Marketing Vice 
President Charles Phillips Jr. has been an 
outstandingly successful salesman. 

A deliberate company policy is aimed 
at uncovering and nurturing a man’s ability 
to move up. Each job description includes 
the proviso that a job holder must find and 
train his own replacement so that he him- 
self can be promoted more easily. 

This emphasis on upward mobility is a 
basic reason why employee turnover is 
almost non-existent. Naming people who 
have left the company—voluntarily or 
otherwise—strains the Kettlers’ memories 
(they mention one top sales executive who 
left to fulfill a lifelong ambition to own his 
own business). 


Regularly review—in writing— 
every employee’s performance 


This year, Kettler Brothers instituted 
just such a program for all personnel, from 
the top down. Each executive and super- 
visor fills out a four-page form for the em- 
ployees under his direction, rating them 
for personal qualities, management ability, 
job performance, and capacity for pro- 
motion. 

This rating sheet must be shown to the 
employee concerned and discussed with 
him by his supervisor. The employee may 
question or comment on any part of it, 
and he then signs a statement to the effect 


Each Kettler salesman is in full charge 
of his own subdivision. He hires and 
trains his own demonstrators, and car- 
ries a heavy responsibility for company 
success. So his testing and interviewing 
are probably more thorough than for 
any other job short of a company of- 
ficer. Says Kettler: 

“Our market research, and the lo- 
cation, price and style of house we 
build in a specific subdivision tells us 


What Milton Kettler looks for in a sales manager 


that he has been fully informed. 

This evaluation is never made at thi 
same time as a wage review; the compan’ 
wants the employee to think in terms o 


whether or not he is doing a good jo 


rather than in terms of a reward or wag 
raise. (But the evaluation is, of course 
considered when subsequent wage review 
are made.) 

The Kettlers feel that the evaluatio: 
has given them a much better idea of th 
promotion potential of many employees 
As a bonus, the frank appraisals cleared uj 
many areas of doubt for employees whi 
didn’t know what their superiors though 
of their work and were afraid to ask. 

Wherever the evaluation shows a ke: 
employee not doing as well as he should 
Milton Kettler takes a hard look at man 
agement. His reason: 

“Many times, the failure of a worker tı 
do well is the fault of his boss. If a man i: 
technically qualified to do the job anc 
doesn’t, almost surely I have failed to com 
municate to him exactly what I wantec 
him to do, or else I failed to pick the righ 
man for the job. The fault is mine for no 
giving him enough time, training, or pro 
gramming.” 


You can’t avoid all emergencies, 
but you should lessen their impact 


The company is keenly aware that th 
homebuilding business has unavoidabl 
periods of pressure, and tries to anticipat 
and ease those stresses on the individual 
For example, the six-year planning o 
Montgomery Village brought predictabl 
waves of pressure, first to people con 
cerned with financing, planning and de 
sign, then successively to the land-develop 


much about our buyers in advance. 
The salesman on that job must have a 
personality profile closely compatible 
with that of his buyers. Age (or at 
least mental attitude) would be part 
of this, as would educational level, off- 
duty interests, background and family. 
“We're looking for all the factors 
that will help him be sympathetic to 
the people who will be buying the 
houses. Like can best sell like.” 
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aent and construction departments, and 
nally to sales and marketing person- 
el. Says Clarence Kettler: 

“Back last fall, Dr. Berlinsky and I sat 
own with John Jackson, our construction 
uper, and planned for this spring’s prob- 
2ms. We tried to even the work load, plan 
or vacations, and allocate time off fairly. 
’m sure that this is why construction is 
;oing so smoothly now.” 

The company also tries to reduce similar 
‘trains on subs and suppliers. If a sub 
nust meet a schedule that is really “above 
ind beyond the call of duty,” he may get 
he contract without having to go through 
he bidding process. 


3etter-educated employees are 
nore valuable to the company 

So in addition to on-the-job training for 
sromotion, which every supervisor must 
srovide for subordinates, the company en- 
>ourages all employees to improve them- 
selves in their free time. With permission 
from a department head, anyone can take 
educational or vocational courses related 
to his job. Upon satisfactory completion 
of the course, the company will reimburse 
him for the entire cost. 

In addition, men are sent at company 
expense to almost every important indus- 
try-sponsored seminar or training course. 
(And the company pays for more than 20 
subscriptions to House & HOME sent to 
the homes of key employees.) 


Here’s how President Clarence Kettler 
sums up why he and his brothers have put 
so much importance on people: 

“It sounds corny, but we wouldn’t en- 
joy our business nearly as much if we 
thought that our people were unhappy and 
strained because of working here. Every- 
thing in our approach is not necessarily 
the right or wrong way for someone else. 
But it’s the best way we have found to 
create good housing, build a profitable 
business and have a happy and productive 
group of employees. It has been an attitude 
that has brought health and stability to our 
company.” 

Kettler employees on their part are sure 
they are different from other builders’ em- 
ployees, and that their company and its 
products are different from (and better 
than) their competition. And a profit-shar- 
ing plan that has put up to 15% of their 
annual earnings into a trust fund for them 
does nothing to hurt that conviction. 


Why did the Kettlers use an outside professional, 
and what are the rules for selecting one? 


Why can’t a builder just solve all his 
people problems with common sense— 
“by the seat of his pants?” Clarence 
and Milton Kettler agree that Berlin- 
sky has provided a channel for verti- 
cal communication—up and down— 
because he is both an outsider and a 
professional. 

“People will talk to him freely,” 
says Clarence Kettler. “They would 
clam up with the boss. Also, Dr. Ber- 
linsky is a trained questioner, skilled 
at getting people to reveal what is 
really troubling them. 

“More than this, it sometimes turns 
out that the problem is not with an 
employee, but with one of us. An em- 
ployee might not be able to tell us 
that.” 

As a case in point, Kettler says 
that he has just found that a whole 
series of problems in the construction 
department were happening because 
he was telling men what had to be 
done, then returning again and again 
to tell them how to do it. “I’m 
carrying a piece of paper in my pocket 
right now reminding me that when I 
give an order, I have to let the man 
carry it out without interference.” 

Berlinsky also found that resent- 
ment was growing among workmen 
because executives visiting the job 
were ignoring dozens of things that 
men had done well, but harping on 
the few things that were faulty. As a 
result of this discovery, both praise 
and blame are being more intelligently 
(and effectively) handed out. 

The relationship of Berlinsky with 
Kettler Brothers is a continuous one 
that takes an average of two days per 
week of the psychologist’s time. All 
department heads and supervisors 
know that he is available for consulta- 
tion on any human-relations problems 


affecting the company—e.g. friction 
between employees. 

Berlinsky talks to the people con- 
cerned, and can often pinpoint the 
difference and resolve the problem. 
Also, when there is a series of com- 
plaints with the same theme, he can 
alert management that it has a prob- 
lem that must be ironed out. 

The psychologist is also available 
for personal problems, and the Ket- 
tlers might even pay part of his fees 
if they feel that the problem is af- 
fecting an employee’s job perform- 
ance. But they do not dig into private 
lives, and abhor any indication of the 
“big brother” approach. 

Both the Kettlers and Berlinsky ad- 
mit that it would take at least a 
medium size building firm to afford 
the services of a professional psychol- 
ogist. For those who can afford it, 
who realize that they have people 
problems, and who will admit that 
they lack the skills to solve them, they 
give this advice: 

1. Make a long-term commitment 
to the program; don’t use it to try to 
solve a one-time problem. 

2. Give the psychologist full access 
to top levels of management. The sys- 
tem can’t work up from the bottom. 

The psychologist should: 

1. Have good professional creden- 
tials, preferably be a member of the 
American Psychological Assn. 

2. Be experienced in the personnel 
and industrial relations field, with in- 
dustries as much like housing as 
possible. 

3. Be willing to go where the job 
is, even when this means interviewing 
supers in the field or sales managers 
in real job situations. 

4. Understand and agree with the 
objectives of the company principals. 


ito: Joe Ruskin 


Nill U.S. housing of the future come off 
srecast-concrete production lines like this? 


‘es, if 


fes, if 


Precast components have already entered the 
American housing market. But their inroads so 
far have been tentative and have usually turned 
into dead-ends. 

Codes have blocked precast building by posing 
unresolved questions about wall thickness, panel 
height, prestressing methods and connections be- 
tween panels. 

Manufacturers haven’t really tried to apply 
precast concrete to housing because 1) their in- 
dustry is based on nonresidential construction and 


simpler construction systems let laborers master precast parts 


Most precast parts being made today aren’t simple 
enough for homebuilding. They require high-cost 
commercial labor because 1) their joint connec- 
tions are complicated and 2) their tolerances are 
close. 

The ideal system for homebuilding is one with 
a single type of connection and tolerances of 3” or 
more. A joint system like this was introduced 
three years ago, and is probably the only really 


more flexible construction systems give buyers design variety 


The trouble with precast is that it tends to pre- 
clude design variety. Reason: Precast’s economy 
lies in repetition of basic shapes and rigid mod- 
ules. Casting forms take time and money to set 
up, so the most sensible precast-building system 
is the one with the fewest different parts. 

That rule of thumb makes precast-house design 
tough for engineers and architects. And it is the 
reason precast concrete has traditionally been 
associated with low-income housing. 

But there are ways to beat precast’s disciplines. 
One is to leave space for combining conventional 


2) most precasters have neither the budget nor 
the staff to experiment with components tailored 
to homebuilding. 

Engineers generally fail to make precast con- 
struction techniques work in housing because they 
concentrate on highly disciplined systems that put 
rigid limits on design. 

Precast construction can work in homebuilding, 
as the Europeans have been proving for years. 
But can it be made to work here? The answer is 
twofold: 


successful precast housing method on the U.S. 
market today (p. 60). 

Any precast-concrete system must be foolproof 
to compete in homebuilding. Precast components 
can’t be cut and drilled in the field economically, 
so a margin for error must be built into them at 
the factory. The greater this margin for error, 
the more adaptable the precast system is to house 
and apartment construction. 


siding materials with precast walls or framing 
components. Another way is to cast molded de- 
signs and exposed aggregates into concrete com- 
ponents. Still another way: Combine the basic 
modules in a random way both upwards and 
sideways. 

Precast-house pioneers are trying all of these 
approaches today. Their efforts—illustrated on 
the following six pages—show that precast may 
have a future not just in low-priced markets but 
in medium-priced and even high-priced housing 
as well. 


RECASTING LINE of Granite Research Indus- 
ries specializes in architectural panels for non- 
ssidential buildings but is experimenting with 
ingle-family houses (see p. 63). 


To see precast s progress, turn the page 


A precast system for low-income apartments 
Post-tensioning locks together a shell of precast panels 


Thomas Phillips 
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FINISHED BUILDINGS can be varied by alternat- 
ing materials in curtain-wall enclosures and by 
using exposed aggregates in concrete, 
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This system is fast, cheap and flexible. It 
lets five men plus a crane operator install 
5,000 sq. ft. of multi-level floor space in an 
eight-hour day. Its square-foot cost is 
$2.64 to $3 for a shell, $10.70 to $12.80 
finished. 

And that cost range covers low-rise and 
high-rise—from one to 32 stories—and a 
wide choice of finishing materials, includ- 
ing ribbed steel, brick and lap siding. 

Architect Carl Koch and engineer Sepp 
Firnkas have been pioneering the system 
—called Techcrete—in Boston. They have 
used it for 587 low-income apartments up 
to nine stories, but claim its applications 
are much broader. 

The components are: 1) precast load- 


bearing wall panels, 8” thick and 36’ to 4 
long; 2) hollow-core prestressed flo 
slabs, 40” wide and 32’6” long; 3) vertic 
post-tensioning rods inserted throug 
sleeves in the wall panels and coupl 
from floor to floor (top right) and 4 
multistory shear walls (center right). 

The system’s advantages: 1) Workm«s 
need to master only one panel connecti: 
(drawing, right); 2) exteriors can be vari 
because front and rear walls are filled wi 
conventional finishing materials; 3) floo 
span 32’, making plans highly flexibl 
and 4) foundations are simpler because t! 
wall panel can also serve as a retainil 
wall or as a deep girder bearing at on 
two points. 
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Photos: Robert W. Schuette 


’ost-tensioned rods 
ie walls to floors 
ind help workmen 
ine up panels 


\ A i Í PEA S i aN T i $ 
1. POST-TENSIONING ROD js 2. PRECAST WALL PANEL, with integral door bucks temporarily braced 
coupled to rod in lower wall panel. at bottom by angle irons, is swung into position over tensioning rods. 


ila 19 E 
3. ROD-PANEL INTERLOCK occurs 4. ROD TENSIONING, done floor to floor by hydraulic WALL-FLOOR CONNECTION of coupled tension- 
is panel sleeve is lowered onto rod. jacks, locks wall panel to walls and floor planks beneath. ing rods is later filled with expansive grout. 


A structural core 7% oe J 
sets work sequence > — A Daa Siereg 
and incorporates f —— 

all bracing needs 


PRESTRESSED SHEAR WALL, held up by two wall 
panels (left), is the rigid nucleus around which 
Techcrete panels are erected (above). Shear walls, 
at right angles to loadbearing panels, extend to full 
building height and form stairwells. They are pre- 
stressed, 4” thick and 6’ wide. 


Simplified hardware 
speeds setting of 
floor planks and 
shoring of walls 


i { : Re ' Pas | 
FLOOR-PLANK HOIST has built-in tilting action that lets a WALL PROPS clamp on, eliminating cast-in an- 
crane operator slide newly placed plank against adjoining plank. chors. A wall panel is installed in 16 minutes. 


continued 
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MODULAR PRECAST FRAMING can be stacked or expanded sideways in a variety of structural 


A precast system for low-cost urban houses 


Lightweight post-and-beam framing expands two ways 
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How well the system works is supposed to 
be determined this summer in Detroit. A 
neighborhood renewal group sponsored by 
the Detroit Roman Catholic Diocese—and 
financed by a $203,000 grant from HUD— 
will use the precast framing to build 17 
houses on eight scattered sites. 

To show how flexible the system is, the 
project will include duplexes, a three- 
family townhouse and a six-unit apart- 
ment, as well as single-family houses of 
three to five bedrooms. 

Construction costs are expected to be as 
low as $7.50 a sq. ft., with a five-bedroom 
house costing $11,325 plus land. 

The framing was pioneered in Vene- 
zuelan homebuilding by its inventor, Neal 
Mitchell Assoc. of Cambridge, Mass. But 
it hasn’t yet been used for the multistory 
buildings—up to four floors—that Mitchell 
claims it is capable of. 

None of the components weighs more 
than 150 Ibs., so the hope is that workmen 
can set them manually without a crane. 


] designs. Walls are enclosed with conventional materials. 
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There are four pieces—column, cantilever 
beam, tie beam and slab—which are com- 
bined in a basic module that can be multi- 
plied both horizontally and vertically 
(drawings). Reason for the light weight: 
the use of skin-hardened cellular concrete 
containing a foam-and-silicone additive 

Like the Techcrete loadbearing-pane 
system (see p. 60), Mitchell framing in 
corporates curtain walls. In fact, it is en 
tirely enclosed by curtain walls, which per: 
mit unlimited exterior treatments. Siding 
of all types can be field applied or pre 
fabbed in panels off site, can also be 
fastened between the precast framing ol 
used to mask it. 

One critical detail in the Mitchell frame 
—joint connection—is still unresolved 
Precast experts say no system is foolproo 
if it has more than one type of connection 
but this system has used several. Anothe: 
question to be answered: Can workmer 
indeed maneuver 150-lb. component 
manually in multistory construction? 
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Joe Ruskin 


3UILT-IN WALL TIE produces a continu- 
mus bond beam across all wall panels. 
After panels are placed, double reinforc- 


A far aa 
LASSIC DETAILING is cast into four wall components: window arches and 
pandrels, quoins, and aggregate-faced panels incorporating frieze and cornice. 
‘recaster’s sales pitch: the look of stone for the price of brick. 


George Dixon 


George Dixon 
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ng rods are laid in precast trough, wired 
o cast-in cross-ties (above); then trough 
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CONNECTIONS consist of plates and angle-irons bolted to cast-in fasten- 


s filled with concrete (right). 


A precast system for high-cost houses 


Custom wall panels blend classic moldings with aggregates 


Joe Ruskin 
Pon 
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PRECAST HOUSE looks normal from street be- 
cause roof was built and pitched conventionally. 


HILY 1Q47 


A precast manufacturer designed these 
elegant , loadbearing walls for his own 
house. They have exposed-aggregate sur- 
faces because the company—Granite Re- 
search Industries of Somerville, Mass.— 
specializes in applying aggregate faces to 
concrete, plastic and wood curtain walls. 
And they have deep molding details be- 
cause the manufacturer-builder, Greg Kol- 
ligian, intentionally chose the most intricate 
configurations he could think of. 

Unlike other precast-house pioneers, 
Kolligian thinks the best way to move 
precast systems into single-family housing 
is to break into high-priced markets and 
work down: “You can’t show off the archi- 
tectural possibilities of precast concrete in 
cheap houses. The low-price market is in- 
terested strictly in saving money—aes- 
thetics comes second or gets ignored.” 

In Kolligian’s house—a big one-story 
(left) in Lincoln, Mass.—aesthetics comes 
first and economy second. Only the walls 
are concrete; the roof was built conven- 


ers. Furring strips for attaching interior finishes are also cast in. 


tionally of wood framing and shingles. 
Other materials, brick and rustic siding, 
were added to the walls both for accent 
and to show how well they blend with con- 
crete and aggregate textures. 

Four different components make up the 
walls: two panels for windows, one for 
walls and one for quoins (top left). The 
parts are bolted together by plates and 
cast-in fasteners (above right), and the 
walls are joined at the top by a unique 
cast-in-place perimeter beam (details 
above.) 

How feasible is the system? Kolligian 
gives two indications. First, he says it costs 
no more than brick and may cost even 
less, depending on the grade of brick. 
Second, he claims that modifications in 
casting forms and high-volume production 
runs could let him compete in house-price 
ranges under $40,000. At least one promi- 
nent builder in the Boston area is now con- 
sidering giving Kolligian’s precast system a 
try. continued 
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DERRICK AND CRANE hoist one of Habitat’s 90-ton modular boxes (1714’x3814'x 
10’) during early construction. Interior finishes were applied before boxes were placed. 
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A precast system for upper-middle-income housing 


Photos: Mildred Schmert 


BUILT- IN PEDESTRIAN STREETS "also function : as structural beam 
and as conduits for sewers, water and electrical service. City o 
Montreal pays cost of utility lines from level to level. 
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PROMENADES AND TERRACES provide for public and private out 
door recreation at all levels. Private terraces average 17’x35’, includ 
gardens watered periodically by a central sprinkling system. Als 
included: five playgrounds totaling 40,000 sq. ft. 


Loadbearing boxes create a modular subdivision in the air 
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RANDOM LOOK of Habitat represents painstak- 
ing engineering involving 14” tolerances. Two 
problem sources: public passageways and living 
units combining three boxes on two levels. 


This is not a cheap way to build, but it’s 
an attractive solution to high-density hous- 
ing. From a single precast box, the system 
produces stacked living units with as much 
visual variety as a hill village in southern 
Europe. 

But the box weighs 90 tons, and a plant 
to produce and handle it costs more than 
$3 million. Also, needless to say, the plant 
can’t be more than a stone’s throw from 
the site. 

Israeli architect Moshe Safdie brought 
the concept to Canada and applied it to a 
demonstration model at Expo ’67. The 
demonstration—called Habitat ’67—cost 
over $13,500,000 for 158 living units (354 
boxes), or about $100,000 per unit. 

That unit cost is misleading, however, 
Habitat was originally meant to contain 
1,000 units, which would have reduced its 
per-unit cost to that of a conventionally 
built, three-bedroom Canadian house in 
the $40,000 price range. Other develop- 
ment groups are considering the system for 
still bigger projects, which would make 


unit costs even lower than $40,000. 

Habitat’s random look makes problem 
for engineers because loads from box t 
box are never constant. In fact, if Habitat’ 
boxes had been stacked any higher, thi 
engineers would have switched to a struc 
tural frame with non-loadbearing boxe 
inserted. 

Habitat’s biggest construction advan 
tage is that its interiors can be finished i 
a factory. Canadian engineers made th 
most of this by incorporating a molde 
fiberglass bathroom. 

If Canada makes condominium owner 
ship legal, Habitat will be considered | 
hillside subdivision of 158 private home 
rising 120’ in the air and covering fou 
city blocks. It has its own 15’-wide street 
(top photo), which the City of Montres 
would use to provide the full range o 
municipal services on a _ convention: 
house-to-house basis. 

At present the units are being leasec 
There are 19 types with up to four bed 
rooms for $300 to $700 a month. 
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ANEL STOCKYARD fate Milan belongs to a 
ghly mechanized plant (right) that produces 
ver 2,000 precast dwelling units a year. 


T 


-uropean production like 
his may hold the future 
f U.S. precast housing 


‘his Italian plant makes U.S. precasting 
lants look like relics from the last cen- 
ary. And, indeed, many U.S. plants are 
ttle more than simple on-site equipment 
hat takes all day to cast and cure a panel. 
By contrast, European precasting meth- 
ds are highly industrialized. Plants like 
hose of Balency-mBM—a French and 
talian precasting combine—can turn out 
0,000 sq. ft. of loadbearing panels daily 
vith 11 casting machines and a minimal 
abor force. They do it with 1) water- 
eated forms that cure concrete in as little 
s two hours (right), 2) vertical forms to 
implify handling, 3) pouring and vibrat- 
ng techniques that produce perfectly 
mooth concrete faces and 4) vast com- 
nents stockyards (above) in which 
anels are indexed like books in a library. 
But European precast-construction tech- 
iques make somewhat less sense for the 
J.S. housing market. Their joint connec- 
ions are too difficult for unskilled work- 
nen. And much of their economy depends 
n casting in plumbing, wiring and even 
eating equipment—practices that U.S. 
odes and tradesmen have long opposed. 
If simpler U.S. precast-building tech- 
liques can be wedded to sophisticated 
iuropean production methods, precast con- 
rete could well become a factor in U.S. 
1ousing. European precasting systems are, 
n fact, being promoted in the U.S. now. 
And before the year is out, one such sys- 
em will be set up in New England pri- 

narily to make a dent in U.S. housing. 
—H. CLARKE WELLS 
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RADIANT-HEATED CASTING MACHINE for in- hours. Concrete is pumped into the vertical form 
terior wall panels cures concrete in two to three at the bottom to avoid air pockets. 
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CAST-IN HARDWARE, like window frames and placed in horizontal form for exterior wall. Form 
wiring raceways, and thermal insulation are raises vertically for removing cured panel. 
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Four custom houses 
show you what’s new 
in living rooms 


Ten years ago these houses would have rated little 
more than a passing glance from most merchant 
builders. The bulk of the market was in low- and 
medium-priced houses, and the typical living room 
was a 12’x18’ box with perhaps a bay window or a 
sliding glass door as its most luxurious feature. 

Today that same merchant builder is in a very 
different position. On the one hand, he has lost 
much of the low- and medium-priced market to 
mobile homes and apartments; on the other hand, 
the market for higher-priced detached houses has 
grown enormously. And it’s this growth that 
makes the custom-designed living room important. 

Merchant-built living rooms have already bene- 
fited from custom design: The two-story living 
room, for example, became a common feature in 
custom houses three or four years ago; today it’s 
beginning to show up in built-for-sale houses 
priced below $30,000. So it’s entirely reasonable 
to assume that the custom houses on the following 
pages—all of them award winners in the Homes 
for Better Living Program*—contain ideas that 
can make the living rooms of tomorrow’s mer- 
chant-built houses more interesting, and hence 
more salable. 


*Sponsored by The American Institute of Architects, HOUSE & HOME, 
and American Home. 
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MAIN ACCESS to house is through gate, at left of garage, and acros 
center court to formal wing at rear. Family entrance is at far right. 


CONVERSATION AREA, defined by posts and raised c¢ 
ing, adjoins open area with glass walls on three sid 
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Photos: David Hirsch 


This living area 
is actually two rooms 
within a third room 


The overall dimensions are a rather over- 
whelming 30’x35’. But these figures are de- 
ceptive because they refer to not one room 
but three. First, there is a 15’x15’ conver- 
sation area next to the fireplace; it is de- 
marcated by posts and by a raised section 
of roof with a high window. Beyond is 
what the architect terms a closed-in ver- 
sion of the old-fashioned porch—a 30’x20’ 
area with three walls of glass that com- 
mand a sweeping view of the St. Lawrence 
Seaway. And, finally, the combination of 
the two areas provides one enormous room 
for large-scale entertaining. 

There are two other raised roof sections 
in this U-shaped house: One is in the bed- 
room wing, where there is a balcony area 
over the study; the other is in the family 
living wing, where there is a balcony area 
above the family room. And both have a 
view of the water. Total living area: 5,000 
sq. ft. 


VIEW FROM WATERFRONT shows glass-walled living room, center, raised roof with clerestories above. 


Honor Award 


Homes for Better Living 


ARCHITECT: Richard R. Moger; Arthur Lutzker, assoc. 
BUILDER: Rouse Construction 
LOCATION: Clayton, N.Y. 
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CORNER WINDOWS, set into stepped-back walls and under deep 
roof overhangs, open rooms on sides of house to views of water. 


continued 
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Photos: Robert E. Clark 


MAIN WINDOW in north wall would ha’ 
been inadequate to light 30’-long room. 


Unusual windows 
bring extra light 

into a living room with 
only one exposure 


The one conventional window in this 30 
long room faces north. But most of on 
long wall has been left open so that a larg 
window across a gallery-hall can let ligt 
into the living room from a center cour 
And another window—a clerestory place 
under the peak of the shed roof—brings i 
more daylight and a view of trees and sky 

The need for such unusual fenestratio 
stems from the house’s orientation: Be 
cause its south side faces the street, pr: 
vacy demanded that big glass areas fac 
north. High windows on the other thre 
sides let sunlight in without destroyin 
privacy. 

The house doesn’t look big, but it hé 
almost 2,800 sq. ft. of living area. Or 
reason is a large daylight basement th: 
holds three children’s bedrooms. 


ae SAA a 
NUSUAL WINDOWS in living room include clerestory, top, glass wall opening to court, left. 
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Award of Merit 


Homes for Better Living 


ARCHITECT: William H. Scarbrough; 
Samuel J. Cichello, Assoc. 

BUILDER: Clarke H. Rohl 

LOCATION: Manlius, N.Y. 


'WO-STORY FAMILY ROOM has high eastern window above door to a 
uture deck. Shutter doors, top right, open from master bedroom. 


Tat a = 


STREET ELEVATION, which faces south, is almost windowless. High se 
set out from wing at left houses circular stairway. 


ction 


ore 


ay, 


` 
. 


m 


ojecting wing at right is living room. Foundation windows are in basement bedrooms. 


continued 


PPP ST HCAs SP EP ED SPE OSS OOS OE, 


70 


LIVING ROOM has fireplace at far end flanked by strip windows. Bay windows break room’s perimeter. Mansard roof permits 13’ ceiling. 


BAY WINDOWS on long side of living room are 5’ wide, 10’ tall. Frames are black aluminum. 


Tall bay windows add 
space and elegance to 
a formal living room 


The 10’-high windows function like Frenct 
doors with sliding panels; they lead to ter 
races on three sides of the living room 
And the bays provide more than just ligh 
and access: They add interior space a 
well. The large window (plan) encloses < 
2’x10’ section of floor, the four smalle 
ones each enclose 2’x5’ sections. This extr: 
60 sq. ft. transforms the room’s basi 
20’x30’ into something much more inter 
esting than a simple rectangle. 

The bay windows recur throughout th 
house: Two 10’ bays open from the maste 
bedroom and family room to the swim 
ming pool terrace; two others open fron 
the informal dining area and formal din 
ing room to another terrace. 

The house is on three levels. The mai 
entrance opens to the middle level, wit! 
the family room and bedrooms a few step 
higher. Below are servants’ rooms, garage 
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FRONT ENTRANCE is recessed between jutting wall sections. Living room is left; main wing, right. 


Award of Merit 


Homes for Better Living 
ARCHITECT: Hugh Newell Jacobsen 
BUILDER: Jesse Dustin & Sons 
LOCATION: Washington, D.C. 


© 10 20FT 
—— 


Photos: Robert Lautman 


ORMAL TERRACES surround living room, left. Driveway leads to front entrance beyond living room and to left, then continues to below-grade garage. 


continued 
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REAR ELEVATION shows glass-walled living room at right, master bedroom at far left. 


San E 


A two-story window wall 
a ep ee turns a small room 
GLASS-WALLED STAIRWELL separates mas- iz 
ter bedroom-study wing from family area. into a spectacular room 


Photos: David Hirsch 


The living room in this house is only 
17’x20’. But it is two stories high, and this 
height is accentuated by a full window 
wall. Result: a room with excitement, a 
fine outdoor view and more than enough 
light—even though two walls that face the 
street and neighboring houses are left 
blank for privacy. 

At the other end of the house, the 
second-floor master bedroom repeats the 
same concept of light and privacy: Its 
single exposure is a one-story wall of glass, 
faced the same way as the living room’s. 
In between, the first-floor family room has 
a similar wall and exposure. Total living 
area: 3,550 sq. ft. 


i 
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WINDOW WALL in living room includes sliding glass door. Small kitchen windows are b 


Honor Award 
Homes for Better Living 


ARCHITECT: George Nemeny O 5 {OFT 
BUILDER: Aadne Aasland LOWER LEVEL : t 
LOCATION: Woodmere, N.Y. 
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ADULTS’ WING, left, juts out from rear of house. 
Family area is in center, service area at right. 


= - ia 
ADULTS’ TERRACE is accessible from living room, left, and 
from foyer. Family area has its own terrace. 


Honorable Mention 


Homes for Better Living 


ARCHITECT: George Nemeny Photos: Ezra Stoller 
BUILDER: Fetzer-Atwater 
LOCATION: Rye, N.Y. 


This adults-only wing 
centers around 
a large living room 


The two-story, 700-sq.-ft. room sits almost 
by itself at the back of the house. Two of 
its three exterior walls are blank, but the 
third wall is all glass and opens onto a ter- 
race. The room’s dominant feature is a 
massive two-level fireplace serving the liv- 
ing room itself and a balcony-sitting room 
that overlooks the living room. The second- 
floor master bedroom and bath and a first- 
floor study, guest bedroom and bath com- 
plete the adults’ wing. 

A glass-walled stairwell connects the 
wing to the rest of the house: a family 
area with children’s bedrooms above it 
(center of plan below); garage and service 
areas below the servants’ quarters (far 
left). The children’s rooms are reached by 
bridges from both the stairwell and the 
servants’ quarters. Total living area: 5,000 
sq. ft. 
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1966 rank 1965 rank 


Building companies 


PROFIT & LOSS STATEMENT 
Revenues Per cent Net income 
Year to (000) change (000) 


1 Levitt & Sons $ 93,582 + 25 $ 3,983 
2 Del E. Webb Corp. k iaa = 165,883 + 28 (762) 
(Housing & construction) Dec. '66 79,317 + 33 NA 
3 Kaufman & Broad 3 Feb. '67 43,978 + 39 1,522 
4 Occidental 4 Dec. '66 34,625 — 30ii 420 
(Homebuilding subsidiary only) 
5 Jim Walter Corp. 5 Feb. '67 165,273 + 1 5,823 
(Housing) 29,413 NC NA 
6 General Builders 6 Dec. ’66 20,517 + 33 (466)a 
7 Sproul Homes 7 Jan. '67 12,696 — 11 (699) 
8  Kavanagh-Smith 9 Oct. '66 10,592 + 13 (183)b 
9 Capital Building Industries 8 Dec. '66 9,447 - 9 32¢ 
10 Presidental Realty 11 Jan. ’67 8,326 + 15 (646) 
11 Development Corp. of America 10 Dec. ‘66 7,781hh + 7 82hh 
12 Louis Lesser Ent. 12 Mar. '67 6,244 — 12 (6,525) 
13 First National Realty 13 Dec. '66 NA NA (1,180) 
14 First Hartford Realty 14 Dec. ’66 3,055 + 46 (165) 
15 Nationwide Homes 15 Mar. '67 1,713 + 13 239 
TOTAL BUILDING* $583,662 + 11.4 $2,655 


BALANCE SHEET 
ITEMS (000) 
Per cent Income Invested 
change per share capital Debt 


+ 22 $1.28 $27,094 $ 55,923 
d (—.04) 22,409 130,961 
NA NA 

+ 42 2.49 6,323m 13,211m 

— 87 ii i 10,597 62,460 

— 20 2.29 65,848 184,943 
NA NA 
e (37) 4,649 19,000 
aa (.58) 1,230 4,938 
f (,36) 2,381 4,536 
k 02 1,330 2,840 
g (43) 1,794 45,656 

= 5 12 1,316 3,545 
h (1.63) 6,517m 72,776m 
i (.89) 2,799m 37,309m 
j (,28) 2,706 16,789 

+ 38 40 2,695 1,773 

+ 45 $156,889 $619,351 


Prefabrication companies 


1 National Homes 1 66 $70,141 
2 Modern Homes 2 = '66ee 26,312 + $ rie 
3 Scholz Homes å Dec. '66 10,977 + 0.159 79 
4 Albee Homes 3 Dec. ’66 6,889 — 63.0 (1,626) 
5 Hodgson Houses 5 Feb. ’67 6,314 + 0.49 55 
6 Continental Homes 7 Mar, '67 4,148 NC 190 
7 Inland Homes 6 Feb. '67 2,641 — 425 (417) 
8 Admiral Homes 8 Feb. '67 2,328 — 17.0 (415) 
9 Techbuilt 9 Dec. '66 1,057 — 21.0 39 
TOTAL PREFABBING* $130,807 — 117 ($1,619) 


— 91.0 $ .02 $34,756 $ 19,803 
n 24 7,408m 53,079m 

— 81.1 15 2,277 5,172 
p (.98) 8,280m 24,698m 

— 497 06 1,102 580 

+ 3.0 45 1,336 380 

r (1.25) 2,945 2,885 

ff (1.08) 218 1,148 

— 57.0 093 25 207 

$58,167 $107,952 


Land development aay 


+44.55 $2.20 $82,745 $ 85,855 
NAY 1.31 42,515 271,776 
+ 62 42 19,673 37,356 
+ 86.0 04 51,638 47,721 
+ 35.0 J 19,303 13,351 
+ 112 1.30 15,975 25,332 
+ 67.0 1.05 10,629 21,958 
+ 97.0 17 66,238 28,394 
+220.0 83 11,987m 6,983m 
— 70.0 09 12,643 12,217 
+ 26.0 2.26 3,182 10,726 
y 01 5,089 4,910 
— 43.0 1.14 6,990 10,016 
ce 93 6,141m 6,883m 
+ 29.1 09 16,326m 11,377m 
— 18.0 39 1,599 NA 
+160.0 1.14 4,029m 4,665m 
— 91.0 01 1,529 18,779 
z (.01) 24,408 13,468 
NA (.08) 5,104 1,193 
kk (38) 8130 1,830 
+ 51.8 $338,318 $349,546 
+ 37.7 $553,374 $1,076,089 


1 Gulf American $157,720 + 23.3 $21,092 
2 Sunasco z i, we 68,311 NA v 2,340 
3 Forest City Enterprises 3 Dec. '66 45,232s + 9.9 1,009 
4 General Development 4 Dec. '66 41,533 + 25.3 4,029 
5 McCulloch Oil 5 Dec, '66 23,267 + 28.3 2,850 
6 Deltona 7 Dec. '66 20,568 + 31.8 1,734w 
7 Horizon Land 8 Feb. '67 18,009 + 39.8 1,966 
8 Arvida 6 Dec. '66 15,877 — 16 1,022t 
9 American Realty & Petroleum 14 Jan. '67 11,324 +110 2,089 
10 Christiana Oil 11 Mar. '67 9,066 + 41 247 
11 Cousins Properties 12 Dec. '66 7,990 + 26.9 711 
12 Crawford Corp. 10 Dec. '66 6,543 — 73 10 
13 Lake Arrowhead 13 Oct. '66bb 6,398 — 18 816 
14 Southern Realty & Utilities 20 Mar. '67 5,663 +266 798 
15 Holly Corp. 9 Jan. '67 5,598 — 43.9 913 
16 Edwards Industries 15 Mar. '67 5,289u - 3 116 
17 Canaveral International 16 Mar. '67 5,126 + 36 1,786 
18 Laguna Niguel 18 Jan. '67 4,186 + 45.2 19 
19 Royal American Industries 17 Mar. '67 1,915 — 42 (268)x 
20 Garden Land 19 Feb. ’67dd 735 NA (123) 
21 American Land 21 Dec. '66 66 — 92 (529) 
TOTAL DEVELOPERS* $386,081 + 19.6 $40,294 
Industry composite* $1,100,550 + 10.7 $41,330 
g pe (Loss) n— Loss of $326,606 in previous year. 
Not available or not reported by company. p— Profit of $592,000 in previous year. 
Ne- So changa, r— Profit of $101,922 in previous year, 


a— Including loss of $363,633 on foreclosure of apartment. t— 


b— After special charge of $255,681. 


c— Including $44,701 profit from sale of factory building. u— 


d— Loss of $12,669,044 in previous year. 

e— Loss of $439,862 in previous year. 

f— Profit of $288,215 in previous year. 

g— Profit of $128,738 in previous year. 

h— Profit of $2,020,000 in previous year. 

i— Loss of $761,722 in previous year. 

j— Loss of $62,000 in previous year. 

k— Loss of $229,686 in previous year. 

For company fiscal year ending earlier than H&H’'s 
constructed model. 


*Group totals exclude companies with incomplete data. 


s— Of which $27.7 million came from materials sales, 

Including income of $647,000 from 50%-owned 

subsidiary, University Park. 

Including materials, homebuilding and auto sales. 

v— Earlier performance statements not available. No. 2 
position on chart in previous year based on pro forma 
estimate of revenues. 


w— Including $579,582 net from 50%-owned non-consolidated 


MIDC, vs. $868,637 in previous year. 
x— After tax credits of $223,465 and special charge of 
$61,421. 
y— Loss of $1,275,820 in previous year. 
z— Profit of $227,552 in previous year. 
aa— Loss of $1,285,440 in previous year. 


Comparisons are vs. same base constructed for previous year. 


bb— Previously, H&H constructed fiscal year to Jan. Figures 

adjusted to altered base. 

Loss of $268,903 in previous year. 

Previously, H&H constructed fiscal year to Dec.; 

adjustments unavailable. Company’s own fiscal year, 

ending Aug. 1966, shows $72,620 net profit, down 84% 

from Aug. 1965. Company projects $500,000 profit for 

Aug. 1967. 

Previously, H&H constructed fiscal year to Sept. Figures 

adjusted to altered base. 

Loss of $382,425 in previous year. 

Profit of $1,648,000 in previous year. 

Figures for previous year restated by company. 

ji— Previous year’s figures restated by company to reflect 
merger of S. V. Hunsaker into newly acquired Deane 
Bros, to form new wholly owned non-consolidated 
subsidiary. Per-share earnings unavailable. 

kk— Loss of $ 456,000 in previous year. 


cc— 
dd— 
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Publicly owned companies play a major role in housing because 


they are Wall Street’s window on the industry. Now that the 


returns are in, how did they fare in tight-money 1966? 


Developers prospered 
Builders survived 
Prefabbers suffered 


Housing’s money troubles of the last year touched 
publicly held land developers lightly, if at all, but 
harried builders and scourged the prefabbers. 

Developers’ 1966 sales would have been de- 
scribed as phenomenal in any year. HOUSE & 
Home’s group of publicly owned development com- 
panies raised earnings 52% to $40.3 million, while 
revenues leaped almost 20% to $386.1 million. 

A few developers did show a decline in net in- 
come, notably those laboring in the glutted Califor- 
nia market. And three companies actually showed 
a loss—but these were the smallest three. The aver- 
age earnings for each member still came to nearly 
$2.25 million. 

By contrast, building companies were able to 
muster average earnings of only about $190,000, 
although their gross revenues exceeded the devel- 
opers’ by some 50%. Eight of the 15 companies 
ended the year in the red. In fact, receding money 
tides left two builders, Eichler Homes and Dover 
Construction Co., on the rocks of bankruptcy. But 
the glowing performance of two others, Levitt & 
Sons and Kaufman & Broad, did refute the hoary 
claim that sales always drop when money is short. 

Hardest hit of all were the home-manufacturing 
companies. Those who survived had little to cheer: 


INDUSTRY COMPOSITE 


PROFIT MARGINS 
(net as % of revenue) 


Developers 10.6% 
Builders 0.5 
Prefabbers (Loss) 
All Companies 3.8 


PROFITABILITY 
(net as % of equity) 


Developers 11.9% 
Builders 1.7 
Prefabbers (Loss) 
All Companies 7.5 


As a group, they actually lost $1.6 million, com- 
pared to earnings of $1.6 million a year ago. Sales 
dropped by 11.7% to $130.8 million. 

Two prefabbers were also caught with severe 
cash shorts and sought federal bankruptcy court 
protection: Madway Mainline Homes of Wayne, 
Pa., in 1965 the fourth largest prefabber in the 
country with sales of $18.1 million, and Great 
Lakes Homes of Sheboygan, Wis. 

Put another way, the two dozen builders and 
prefabbers together could muster earnings of only 
slightly more than $1 million. 

The one consolation in those bleak figures is that 
averages do not tell the full story. One severe loss 
—like highly leveraged Louis Lesser’s $6,525,000— 
can distort the industry’s overall profit picture. 

The averages also submerge the dramatic exam- 
ples of companies that reduced large losses of pre- 
vious years. Del E. Webb Corp., for example, cut 
a loss of $12.7 million to $762,000. Crawford 
Corp. went from red ink of $1.3 million to a profit 
of $10,000. And Canada’s biggest builder, Consol- 
idated Building Corp. of Toronto, was back in the 
black after a loss of $1.2 million in 1965. 

For the whys and hows behind the ups and downs 
of housing’s publicly held companies, turn the page. 


DEBT/EQUITY 
POSITION 


Developers 103:100 
Builders 39:10 
Prefabbers 93:50 
AllCompanies 97:50 


continued 
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Land developers: lush profits in Florida 


It was another brilliant year for most devel- 
opers. As a group, they earned nearly 12% 
on equity of $338 million and had a profit 
margin of 10.6% on revenues of $386 
million. 

Florida provided a glamorous example in 
Canaveral International Corp. Its earnings 
shot up 160% to $1.7 million, far outstrip- 
ping its 36% rise in revenues. This virtuoso 
performance gave it the best profit margin 
(35%) and the best return on equity (44%) 
among publicly owned land companies. 

The state’s Big Three had a golden year: 
Gulf American’s net was up 45% to $21.1 
million; General Development raised earn- 
ings 86% to $4 million; and Deltona’s 
Mackle brothers posted an increase of 11% 
to $1.7 million. 

The Southwest’s big developers did splen- 
didly. Top performer was unquestionably 
American Realty & Petroleum, raising prof- 
its 220% to $2.1 million on a 110% rise in 
revenues. McCulloch Oil (Lake Havasu 
City, Ariz.) lifted its earnings 35%. And 
Horizon Land had a net gain of 67%. 

The news from California was not as bad 
as it seemed. Laguna Niguel’s net did drop 
91%. But Holly Corp. raised earnings 29%, 
and Garden Land promises to post a $500,- 
000 profit for its fiscal year ending next 
month. Christiana Oil’s 70% drop in in- 
come and Lake Arrowhead’s 43% decline 
were apparently preparatory to a return to 
health. 

Some key stories behind the arithmetic: 

Christiana Oil got a new president, Jules 
Berman, who made several changes in the 
company’s Huntington Harbour operation 
(average house price: $65,000). He halted 
joint-venturing projects, which accounted 


for 60% of sales, to “cut out competition in 
our own back yard and to stop the sharing 
of profits.” 

“We had exclusive sales rights,” says Ber- 
man, “but it cost us $212 a month in carry- 
ing charges on each house; so we had vol- 
ume without profit.” He has now cut his 
stock of houses from 93 to about 40 and has 
almost sold out 60 poorly designed condo- 
miniums that had cost $100,000 to carry. 
His own company will do all building and 
developing in the unfinished three-quarters 
of the project. But for a quicker cash flow, 
he has started selling lots as well as houses. 

Berman also sold off options for 36,000 
acres in Hawaii to Signal Oil, earning $200,- 
000 as well as getting back $700,000 of 
badly needed cash. He sold $100,000 worth 
of unneeded heavy machinery. And he gave 
the company some “heavy paper losses” by 
writing off “old assets that should have been 
written off long ago.” 

With these changes, plus a good cash po- 
sition and ample bank financing, Berman 
hopes to turn Christiana around. 

Gulf American bought 55,000 acres of 
prime valley land for development near 
Tuscon, Ariz., for $3.5 million. It also 
started sales of “recreational” property in 
an 11,000-acre swamp tract called Remuda 
Ranch Grants. The company is building a 
$5-million club complex there for property 
buyers. Sales since last fall, averaging 
$1,500 for 1%4-acre lots, have passed $7.6 
million. Gulf bought the Remuda tract for 
about $100 an acre. 

The giant developer’s pace did falter tem- 
porarily when it reported six-month earn- 
ings in February. Income fell to $7.4 million 
from $10.9 million, and revenues to $64 


— slimmer pickings 


million from $73.7 million, compared wi 
the same period the year before. 

Joseph S. Maddlone, Gulf’s secretar 
gave two reasons for the decline. First, 
the face of tight money and higher intere 
rates, the company lacked “front mone: 
for sales and commissions and reduced i 
force by 350 telephone salesmen. This r 
sulted in lower sales. Second, the compat 
simultaneously ran a program of accelerate 
cash payments to raise money by offerir 
big 9% discounts on its lots. Gulf expecte 
to collect $3 million in cash, but got a who 
ping $15 million. And the cost of the hea‘ 
discounts had to be written off against cu 
rent earnings, reducing them. 

Gulf did gain one advantage. It had $22 
million in debt due this year, much of it 
be refinanced at higher rates, But the ext 
cash enabled it to pay off most of the det 

General Development’s remarkable pro 
ress is the result of major decisions take 
years ago, says President Charles H. Kel 
stadt, retired chief executive of Sears Ro 
buck. Under Kellstadt’s direction, the onc 
beleaguered company went from a $6-mi 
lion loss in 1963 to its present condition. 

Kellstadt’s chief objective was to brir 
land development “to the same ethic 
standards as a mercantile institution.” Or 
of his first decisions was to stop mail-ord 
sales, even though the immediate cost w: 
$20 million a year. He also went through 
considerable turnover in salesmen “to g 
them to present the product exactly as it is 
The company reduced the number of frai 
chised agents from 77 to 48 and increase 
its own branches from 13 to 22. 

Correspondingly, Kellstadt reduced pa‘ 
out on lot sales to ten years (“Earlier, v 


Builders: 


Even when the pros lost money they gained 
ground, and not all lost money. 

Two builders lighted the way to the indus- 
try’s future by demonstrating that it is pos- 
sible to break free from the swings of the 
economy. Levitt’s net was up 22% ona 
25% sales. increase. And Kaufman & 
Broad’s earnirgs rose 42% on a 39% in- 
crease in sales. 

Less celebrated but equally important are 
the ledgers of those companies that began 
the year in the red and managed to reduce 
losses despite an acute shortage of credit. 

Del E. Webb Corp., for example, nearly 
waded out of a sea of red ink, cutting its 
loss to $762,000 after its dive to a $12.7- 
million deficit in 1965. Sproul Homes 
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halved its loss from $1.3 million to $700,- 
000. And Capital Building Industries actu- 
ally came up with a $10,000 profit after a 
loss of $230,000 in 1965. 

Because Webb cut its loss so sharply, the 
builder group’s earnings rose by 45% to 
$2.7 million. But the gain was only a third 
of what it could have been because of Louis 
Lesser’s plunge to a $6.5 million loss after a 
profit of $2 million in 1965. 

Highly leveraged (11:1) Lesser had debt 
troubles unique in the industry. At the end 
of his last fiscal year he was carrying a one- 
year debt of $16.7 million—three times his 
gross income. Just as he appeared to run out 
of options, New York’s City Investing Co. 
gave him another lease on life by agreeing 


a rescue from the red despite a frayed mone) 


in principle to buy 49% of Lou Lesser H 
terprises and take an option on the rema 
ing 51%. 

Key stories behind the figures: 

Del Webb is working into the black wit! 
calculated property-disposal program. It } 
been selling everything that has been gen 
ating slow profits or producing losses, 
cluding Webb’s farming business, a chi 
of motels and some less profitable hote 
At the same time, the company expand 
widely in commercial construction, 

Webb has also improved its forecasti 
of cash flow, giving management the fa 
fast enough to head off problems. And 
has balanced out its operations to off 
peaks and valleys in its construction sch 
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MOST PROFITABLE 


BEST PROFIT MARGINS 
(net as % of revenue) 


(net as % of equity) 


ı California ——— 


Canaveral International 34.8% Canaveral International 44.3% 
American Realty & Petrol. 18.4 Gulf American 25.5 
1 an indeterminate payout, to be perfectly Holly Corp. 16.3 Cousins Properties 22.3 
aest with you.”), upgraded house prices Southern Realty & Util. 14.1 Horizon Land 18.5 
1 cut debts by $22 million. He also Gulf American 13.4 American Realty & Petrol. 17.4 
‘ught in a talented, vigorous management Lake Arrowhead 12.8 McCulloch Oil 14.8 
ough a system of attractive salaries, stock McCulloch Oil 12.2 Southern Realty & Petrol. 13.0 
ions and bonuses similar to the one at Horizon Land 10.9 Lake Arrowhead 11.7 
ins: Roebuck. General Development 9.7 Deltona 10.9 
The Mackie brothers? 15,000-acre Del- Cousins Properties 9.0 General Development 7.8 
; é Deltona 8.4 Holly Corp. 5.6 
a this summer becomes the first major Arvida 64 Ea 35 
nned community in Florida to sell out its Sunasco 3.4 Christiana Oil 2.0 
3. The Mackles will then gear up their Christiana Oil 2.8 Arvida 1.5 
nebuilding operation there. Simultane- Laguna Niguel 0.5 Laguna Niguel 1.2 
sly, they have begun developing another Crawford Corp. 0.2 Crawford Corp. 0.2 
000-acre community, Spring Hill, 45 Garden Land (loss) 


les north of Tampa. Royal American (loss) 
The Mackles see themselves as primarily American Land (loss) PRICE VS. BOOK VALUE 
uilding company, with lot sales only the TE 


lude. Their planning, says Executive 
e President Elliott J. Mackle, is geared Book Recent 


; A value price 
get to the construction as quickly as pos- RELATIVE DEBT/EQUITY Gulf American $8.61 $10.75 + 
le. First, they plan their projects for a POSITION Sunasco 24.07 11.50 
ximum of 15,000 acres—large enough to 


General Development 6.86 9.807 


yport a national marketing program but Garden Land 1:5 McCulloch Oil 4.85 11.12 t 
all enough to keep the resale market from Arvida 2:5 Deltona 12.05 14.12t 
king new-home sales’ as it does in many American Realty 3:5 Horizon Land 5.70 6.12 
yer Florida developments. Second, they Royal American 3:5 Forest City Enterprises 8.28 5.25 
nect a central water main to every lot as McCulloch Oil 7:10 Arvida 11.07 6.75 
n as the lot is sold or prior to the sale. Holly Corp. 7:10 American Realty & Petroleum 4.78*  7.50t 
General Development 9:10 Christiana Oil 4.80 3.36 


ird, their coordinated-growth plan for a 


3 ; Christiana Oil 1:1 Cousins Properties 10.11 15.25 t 
ject correlates cash flow with lot-devel- Gulf American 1:1 Crawford Corp. 7.17 3.00 
nent expenditures, as well as giving the Southern Realty 11:10 Holly Corp. 2.04* 1.50 
yer a choice of payments to fit his own Canaveral International 12:10 Lake Arrowhead 9.79 8.36 
ns and pocketbook. Each project consists Lake Arrowhead 14:10 Southern Realty & Utilities 7.15 2.36 
a core of about 1,500 FuHa-financed Deltona 16:10 Edwards Industries 5.40 1.80 
ises surrounded by three concentric belts Horizon Land 2:1 Canaveral International 2.57* 7.50 t 
lots. The innermost belt has a two-year Cousins Properties: 17:5 Laguna Niguel .85 = 3.12 t 
out, the central belt a four-year payout, Sunasco 32:5 Garden Land 3.51 4.25 t 
| the outer belt an 84-year payout. Laguna Niguel 123:10 American Land 00.59 1.00 t 
_ast year the Mackles also beefed up the Be Ait sa ge z deficit 

nber of their sales outlets from 67 to 100. tprice in excess of book value. 
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: d BEST PROFIT MARGINS MOST PROFITABLE 

. Not the least of improvements, it etae oe cn tireVENIIE) fet as % of equity) 
eded out personnel to cut overhead and 
cted a new president, Robert H. Johnson. Levitt & Sons 4.3% Kaufmann & Broad 24.1% 
Sproul Homes started off to a profitable Kaufmann & Broad 3.5 Levitt & Sons 14.7 
ar but came up short under the impact of Jim Walter Corp. 3.5 Jim Walter Corp. 8.8 
ht money. President Elmer Sproul re- Occidental 1.2 ** Occidental 4.0 ** 
rted all manner of complications: First, pr SEE e n eee es Ind. Bie 

i api g. Ind. 0. proul Homes (loss 
Pe ee e T ae Kavanagh-Smith (loss) Del E. Webb Corp. (loss) 


d selling costs from 4% to 8% or 9%. 


en the delivery on mortgage commit- Sproul Homes (loss) General Builders (loss) 


5 General Builders (loss) Louis Lesser Ent. (loss) 
nts stretched from 90 days to six months, Del E. Webb pen (loss) 
sing interest and carrying costs consider- Louis Lesser Ent. (loss) **Homebuilding only. 


ly. Cancellations forced the company to 
ell houses two and three times, and also **Homebuilding only. 
throw in price concessions as sweeteners. 
e final blow came when a debtor default- 
on a second mortgage and Sproul was 


continued 
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PUBLICLY OWNED COMPANIES continued 


out $291,000. 

In response to the crisis, the company 
had moved more heavily into 221d3 hous- 
ing. Then it suspended all homebuilding be- 
tween September 1966 and April 1967. 
Now it has re-entered homebuilding and 
reports that sales in its Reno and Las Vegas 
tracts are averaging eight to ten a week 
without models. 

“It’s not good, but better than it was be- 
fore,” Elmer Sproul says. He plans on a 
minimum of 200 home sales this year. 

Capital Building Industries, based in 
Windsor, Ontario, wound up with a profit 
by curtailing far-flung operations and selling 
off all excess land and houses. Building op- 
erations in Ottawa and Montreal were shut 
and inventory sold. Overhead was reduced. 
Chairman C. C. Lawson observes: “In view 
of the current conditions, our operations 
have been restricted to Windsor and Hamil- 


ton (Ontario), where we are able to carry 
out a controlled building program.” 

Lawson says the company will go more 
intensively into the construction of multi- 
family units: “Tight money, government re- 
strictions and increased costs of labor and 
materials have combined to force single- 
family housing out of the reach of a major- 
ity of potential buyers.” 

General Builders’ revenues for the year 
were up 33% over 1965, but that was not 
enough to keep President Janis Risbergs 
from reporting a loss of $466,000—slightly 
larger than his 1965 loss of $440,000. 

Risbergs attributes the loss partly to tight 
money, of course. But a foreclosure of an 
apartment building owned by a subsidiary 
in St. Petersburg, Fla., cost $363,633. The 
company also got burned in its Florida op- 
eration by attempting to do work that sub- 
contractors had formerly been doing. 


“Unfortunately,” Risbergs says, “our co 
struction and labor costs exceeded our co 
estimates, resulting in losses.” This has no 
been corrected, and the company is back 
fixed-fee contracts with subs. 

To cut his losses, Risbergs reduced tl 
company’s assets and liabilities by 307 
lowering costs. He also arranged a joint ve 
ture with U.S. Plywood-Champion Pape 
for the company’s Atlanta operation, 

Kaufman & Broad has been promoting | 
successes heavily. Chairman Eli Broad sa 
the company was highly successful in a di 
mal California market because 1) it stic 
to readily available FHA financing, 2) 
rarely builds without a firm commitmer 
3) it never holds more land than it can u 
immediately. 

Broad predicts a 50% growth for tl 
company in two years. Yet he and Exec 
tive Vice President Donald Kaufman ea 


Prefabbers: gearing down and cutting back to assure survi) 


The most telling indication of the prefab 
group’s condition came last month when 
Modern Homes disclosed that it was halting 
all house production. 

This would have come as no surprise had 
the company been a marginal operator. But 
the Georgia concern, selling houses on in- 
stallment contract, is No. 2 in revenue 
standing on House & HoMe’s 1966 list of 
publicly held prefabbers. Its profits made 
the largest percentage gain in a year when 
the publicly owned prefabbers, taken cumu- 
latively, lost $1.6 million. 

Running counter to the downtrend, Mod- 
ern moved from a loss of $326,606 in 1965 
to a profit of $405,000 last year. It made 
this gain on a 2% increase in revenues, 
which were $26.3 million in 1966. 

President Edwin A. Locke Jr. explained 
that the decision to discontinue homebuild- 
ing was based on a study “of past operating 
results and future potential” by the com- 
pany’s accounting firm. 

The study showed that, even though 
Modern was earning a profit, the profit was 
inadequate. The chief profit-cutting factors, 
according to Locke: scarcity and high cost 
of money, labor and capable supervision, 
plus competition from FHA and va financing. 

Modern’s average house price rose from 
$5,872 to $10,220 between 1962 and 1966, 
but profit per house remained constant and 
unit sales fell nearly 50%, from 3,856 to 
2,056. 

The company will remain in the finance 
business for the time being. From this base, 
it hopes to make money “in better propor- 
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tion to the investment involved.” 


Great Lakes Homes, which had $9 million 
in sales in its last year, listed debt at $5.5 
million at the time it entered bankruptcy. 
Trustee Pierce Bitker, a Milwaukee real 
estate broker, charged that the company 
had been “brutally mismanaged.” 

Madway Mainline Homes’ revenues rose 
91% to $18.2 million in 1965, but its earn- 
ings were only $310,000. Six months later 
it was in bankruptcy. Trustees Harold C. 
Stott and Peter F. Baughman said the com- 
pany had been undercapitalized and over- 
leveraged. They had these observations 
about how business had been conducted: 

“The sales program got out of hand in 
1964-65 and became a cause, because of 
its drain on resources, of the company’s 
failure. It was not a disciplined program 
but a vast outpouring of funds without mea- 
surement or control. The sales force was 
permitted to make many unsound deals on 
which money has been and will be lost.” 

Albee Homes dived the deepest into the 
red of any prefabber and came back to tell 
about it. Its loss was $1.6 million. The Ohio 
company survived after agreeing to re- 
finance $17.5 million in short-term loans 
with 742% promissory notes maturing in 
August 1967 or 1968. The terms of the 
agreement with 17 banks required the com- 
pany to pledge all mortgage notes receivable 
for security, apply 60% of total revenue 
(but not less than $400,000) each month 
against the principal, incur no new debt, 
pay no dividends and maintain stockholder 


equity above $6.5 million. The three prin 
pal officers, William, Alex and Sam Gro 
had to guarantee the company’s obligatii 
personally to a total of $1 million, 

Steel Crest Homes’ securities were tet 
porarily suspended from over-the-count 
trading in May by the Securities and E 
change Commission after the Pennsylvan 
company failed to file a report for its fisc 
year ending in August 1966. Vice Preside 
Frank J. Nash has since forwarded a repc 
to the sEc. 

“We have experienced numerous dela‘ 
cut-backs and disappointments as a resi 
of tight money,” he said. 

Techbuilt, unlike many other compani 
had a great deal to cheer about even thou; 
it lost money. Last year was the first sin 
1955 when it had not had a stockholde 
equity deficit. The deficit ran to $352,2 
as recently as 1963. The $25,000 equi 
currently on the books is smaller than Tec 
built’s net, so it makes the company’s pr 
fitability ratio look inordinately favorat 
(152%). 

Techbuilt did not renew its contract wi 
Armco Steel for steel Techbuilt houses t 
cause “they are too expensive to sell 
limited numbers.” 

Continental Homes was an even rarer pe 
former. It kept revenues at the same le\ 
as in 1965 and raised earnings 3%. Cha 
man Ralph C. Lester credits this result 
larger territories and diversified produ 
lines. 

Swift Industries’ vice president of oper 
tions, Stanley Britten, says revenues a 


HOUSE & HOI 


in to sell 100,000 K&B shares on the 
en market. Their explanation: to broaden 
> base of stockholder participation. 
Levitt & Sons expanded into Chicago and 
Itimore, riding on a sixth consecutive 
ar of rising profits. The company has be- 
n building townhouses and has just 
ened the first of 625 in Willingboro (for- 
rly Levittown), N.J. 

Levitt also branched into furnishings, 
ening the first of a chain of Levittmark 
res; its goal is one in every Levitt com- 
nity. 

Says a spokesman: “The company began 
graphic diversification in 1961; now 
‘re beginning product and housing diver- 
cation. It’s part of a healthy expansion 
a business.” 

Says President Bill Levitt: “Our position 
No. 1 in the industry is without chal- 


” 


ge. 


ofits were only slightly below the com- 
ny’s 1965 gross of $8.5 million and net 
$177,000. Swift had a backlog of 
screened customers and referrals, so our 
es weren’t put off so much by a bad- 
yuthed press about tight money.” Even 
, the company absorbed its customers’ in- 
sased interest cost, as well as increased 
iterials costs, and this cut inte profits by 
%. 
Swift scorns “sidelines” such as credit 
ling or diversification into prefab class- 
yms, apartments, etc. It attributes its 
ility to obtain financing during tight 
yey to a single-minded concentration on 
house-sales program. 
Scholz Homes is one company that will 
‘agree with Swift. After gearing down 
holz’s operation to put it “on a profitable 
ation to current volume,” President Don 
holz again expects apartments to provide 
n with at least 25% of overall sales as 
2y did last year. 
A number of prefabbers are, in fact, 
nking hard of diversification: 
Inland Homes, having shut three plants 
ring tight money, is considering a gamut 
possibilities from vacation houses to 
tsing homes and commercial buildings. 
recently upgraded its houses to get out 
the low-cost market. 
Hodgson Houses started an export busi- 
3s by shipping three model homes to loca- 
ns in Europe. 
Albee Homes introduced kitchen-sales 
1 patio-pool departments, plus a line of 
‘ns and stables. — MICHAEL BAYBAK 
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RELATIVE DEBT/EQUITY 
POSITION 


Kavanagh-Smith 
Capital Bldg. 
Kaufmann & Broad 
Levitt & Sons 
Devel. Corp. of Amer. 
Jim Walter Corp. 
Sproul Homes 
General Builders 
Del E. Webb Corp. 
Occidental 

Louis Lesser Ent. 


**Homebuilding only. 


BEST PROFIT MARGINS 


(net as % of revenue) 


Continental Homes 


19:10 
21:10 
21:10 
21:10 
27:10 
14:5 
4:1 
41:10 
29:5 
59:10 ** 
56:5 


Techbuilt 3.6 
Modern Homes 1.5 
Hodgson Houses 0.9 
Scholz Homes 0.7 
National Homes 0.1 
Inland Homes (loss) 
Albee Homes (loss) 
Admiral Homes (loss) 


RELATIVE DEBT/EQUITY 
POSITION 


Continental Homes 3:10 
Hodgson Houses 1:2 
National Homes 3:5 

Inland Homes 1:1 
Scholz Homes 23:10 
Albee Homes 3:1* 
Admiral Homes 53:10 

Modern Homes 6:1 
Techbuilt 83:10 


*As of June 1966. 


Per share 
Book Recent 
value price 

Levitt & Sons $8.73 $23.63 t 

Del E. Webb Corp. 3.40 3.25 
Kaufman & Broad 10.33 16.00 + 
Jim Walter Corp. 25.91 27.00 t 

General Builders 3.69 3.25 
Sproul Homes 1.02 1.25 +t 

Capital Building Industries  .96 45 
Presidential Realty 1.19  9.75+ 

Development Corp. of America 1.85 63 
Louis Lesser Ent. 1.63* 2.807 
First Hartford Realty 4.62 663+ 

First National Realty 1.87* 1.50 


*As of June 1966 or before. 
tprice in excess of book value. 


MOST PROFITABLE 
(net as % of equity) 


PRICE VS. BOOK VALUE 


Techbuilt 152.0% 

Continental Homes 14.2 
Modern Homes 5.5 
Hodgson Houses 5.0 
Scholz Homes 3.5 
National Homes 0.2 
Inland Homes (loss) 
Albee Homes (loss) 
Admiral Homes (loss) 


PRICE YS. BOOK 


Per share 
Book Recent 
value price 
National Homes $7.36 $3.80 
Modern Homes 4.47 1.75 
Scholz Homes 4.29 3.63 
Albee Homes 5.00* 1.36 
Continental Homes 3.13 3.367 
Inland Homes 8.85 4.80 
Admiral Homes 57 .25 
Techbuilt .06 2.36 t 


*As of June 1966. 
tprice in excess of book value. 
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Scheirich Royal. Birch and 


Bronzeglow. Birch Cabinets in 


MEDALLION, TRIM 


with matching border 


K T.M. Reg. U.S. Pat. Off. Applied For 


“For the Most Beautiful Kitchens of Them All” £ hi ua, H. J. Scheirich Co., Box 21037, Louisville, Ky. 40221 


BRONZEGLOW?® BIRCH ROYAL® BIRCH HEATHER® BIRCH MOONGLOW® VANITIES 


HOUSE & HC 


snap-in kitchen cabinets cost less, ship easier 


hey’re 20% cheaper than job-built cabi- 
ets, according to the maker, and install 
ı half the time. Their all-steel construc- 
on eliminates warpage and features a 
mple assembly system that unskilled 
rorkmen can handle. No on-the-job paint- 
ig is needed, because the steel compo- 
ents come with a baked-on enamel finish 
iside and out. Doors and drawers are 
aced with a variety of plastic laminates. 
For shipping, the cabinets knock down 
> a quarter of the space taken up by con- 
entional prebuilt units. This means that 
n 8’ kitchen (the units are designed on a 
” modular system ranging from 12” to 


48”) will ship like a 17 cu.-ft. refrigerator. 

Installation starts by securing the hang- 
ing rail and kick plates to wall and floor 
(photo sequence, right). Rear frames are 
positioned by tongue-and-groove joints. 
The drawer runners are tab-fastened 
(above), and connect the front and rear 
frames. The front frame keys into the top 
of the kick plate. Shelving is locked in by 
tabs and slots. A screwdriver does it all, 
says the manufacturer—Mott Mfg. Ltd., 
P.O. Box 1120, Brantford, Ontario, Can- 
ada. Distribution is now limited to 
Canada, but the company is seeking U.S. 
licensees. 


TECHNOLOGY 


A wider-opening boxcar gives lumbermen the loading ease of a flatcar 


Vith six doors on each side, these cars can 
e opened to half their 50’ length, or al- 
10st 25’. This means loading and unload- 
1g by forklift instead of by hand. It 
aould also mean an eventual lowering of 
imber shipping and handling charges, both 


rela AN an Reader Service card 


by shippers and lumberyards, once enough 
of the new cars are in circulation. But at 
$25,000, they’re $10,000 costlier than con- 
ventional cars, so it may be quite a while 
before they make a major dent in charges 
to the builder. 


“We've gotten savings of up to 80% in 
the four years we’ve been testing them,” 
says the president of McCloud River Rail- 
road Co., the U.S. Plywood subsidiary that 
recently ordered 100 of the cars from 
RAMCO, Chicago. 


New products start on p. 87 
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[his 1s a test. 


one of the many quality control tests our 394 
aces go through before they leave our plant. 

ris test, in a pitch black room, is for heat ex- 
gers. A high intensity light is put inside the 
anger. The light shows up holes as tiny as 3/1000 
Linch. When a spot of light even this small shows 
he exchanger flunks the test and is rejected. 

us blackout test is new. It’s more effective than 
sssure test with compressed air. 

e test all the welding on our furnaces, too. We 
a sample weld and stretch it mechanically. The 
must be stronger than the parent metal to pass 
sst. We check our welding machines at least 
1 times a day. 

) make sure our furnaces are quiet, all blower 
yonents are tested using modern techniques. All 
yleted assemblies are operated and tested before 
z installed in the furnace. 

1en wetest all controls. For this, we use a 
iple electronic testing device that registers a 


ana 46207. 


computed analysis on the completed cycle of each 
control. 

Finally, before any Bryant furnace is crated for 
shipping, we test the whole thing. The burners are 
fired. We further check the control assembly, and 
the blower. 

Then comes the shake test. Every month we shake 
up a number of completed furnaces to see how well 
they hold up in shipping. One hour of shake testing 
simulates 600 miles of rough riding. 

We do all this, and more, so that our 394 furnaces 
can pass the most important test of all — the test of 
time. And Bryant furnaces do. Bryant units built 
years and years ago are still working today. 

For more information on Bryant 394 furnaces, see 
your Bryant dealer or write 
Bryant Manufacturing , 
Company, 2020 Montcalm Å 
Street, Indianapolis, Indi- “ 


Quietline® Gas Furnaces 


People don't fall in love with the house. 


They fall in love with something about it. 


That something can be anything from a fine old 
tree in the yard to gold-plated knobs in the shower 
stall. Often it's the /ine of the house that gets 
prospects—the way it looks to them. And at them. 


Red cedar shingles and handsplit shakes have a 
lot to do with line. Initially, their flexibility frees 
the hands of the architect to design, and the 
builder to build. 

And once in place, these shingles and shakes speak 
a language of beauty and texture that homebuying 
prospects find easy to understand and difficult 
to resist. Solidly beneath the beauty lies the real 
sales clincher—red cedar’s incredible wind-resistant 


86 Circle 62 on Reader Service card 


strength, insulative power and lifetime durability. 


If you now build in an area where homes with red 
cedar shingles and handsplit shakes are being sold, 
you know what we're talking about, and if you 
don't, why not be the first in your area to find out? 
Full Certi-Split, Certigrade and Certigroove specifications and appli- 


cation information appears in our Sweet's Light Construction Catalog 
listing, 3d/Re. Or write or call us: 


RED CEDAR SHINGLE & HANDSPLIT SHAKE BUREAU 


5510 White Building, Seattle, Washington 98101 
(In Canada: 1477 West Pender Street, Vancouver 5, B.C.) 


CERTIGROOVE 
CEDAR SHARES 


One of these labels under the bandsticks of the product 
you buy is your assurance it was made, inspected and 
graded under regulations of the Red Cedar Shingle & 
a Handsplit Shake Bureau. Insist on these labels. 
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ibber stamps for architects cut down on drafting time 


ey print trees, shrubbery, strollers, autos 
you name it. There’s even an instant gal 
a bikini. With architectural draftsmen 
ting $5 an hour in many areas, these 
zber stamps make a lot of sense. They 


let anyone do a fast fancying-up of archi- 
tects’ plans. Four scale sizes are available— 
M46”, 1”, W” and %”. Instant Landscape, 
Sacramento, Calif. Circle 287 on Reader 
Service card 


NI 
NER 


DE A 
STIFFE 
CHANNEL 


ectric motors roll up these patio windows 


ey’'re made of clear vinyl called Glastok 
ut’s guaranteed by the manufacturer for 
1 years against cracking and discolora- 
n. It’s claimed to be as clear as glass. 
ose ripples you see in the photograph 
> in the nylon screening, not in the vinyl. 
atching doors can be paneled with glass 
vinyl, knee-walls with aluminum or 
ameled steel. 
The vinyl is reinforced by rods and rides 


between upright aluminum channels (draw- 
ing). It is operated by a wall switch and 
can be stopped at any height. 

A typical 8’x10’ patio enclosure built on 
an existing surface retails for about $800. 
Much bigger units of up to 9’ high, 20’ 
projection and unlimited width can be built 
from in-stock components. Kenron Alumi- 
num & Glass, Niles, Ill. Circle 288 on 
Reader Service card 


NEW PRODUCTS 


For more information, circle indicated 
number on Reader Service card p. 105 
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Diseases | 


For apartments—a really 
quiet air conditioner 


Its the quietest on the market, claims the 
manufacturer—an old-line regional firm 
now going national. But silence has a price 
—$80 to $100 higher than other makers’ 
units of equal size. There’s compensation, 
however, for that big first bite: a promised 
30% lower operating cost, and lower 
yearly maintenance and repair bills. What 
accounts for such savings? High-quality 
components, says the maker—iike a totally 
enclosed, single-wound fan motor, and 
extra-deep plenums. 

A first-for-the-industry feature—solid- 
state circuitry—is another such component. 
It gives the user an infinite speed range on 
the unit’s fan from low to high, rather 
than the five-position, fixed-stop choice 
found on most room air conditioners. The 
new circuitry, with its absence of moving 
parts, also means extra reliability and pre- 
cision. Solid state is standard on the com- 
pany’s 8,000 to 13,500 Btu 1967 models, 
and will come with the rest of the line 
(6,000 to 33,000 Btu) in ’68. 

Units are flush-mounted, and made for 
double-hung and casement windows. 
Sleeve-mounting—a valuable maintenance 
feature—is standard on all models. Fried- 
rich, San Antonio. Circle 279 on Reader 
Service card 


Rubber sealant makes the most of sound-deadening walls 


Applied with a gun, this acoustical sealant 
will neither harden nor dry, says the manu- 
facturer, and it’s gun-usable at tempera- 
tures as low as 5°F. You shoot ribbons of 
it into ceiling and floor joints, window 
mullions, electrical box openings and so 
forth. 

Why an acoustical sealant? Because 
without it, says the maker, sound will leak 
through the best wall system made. His 


recommendation: Any partition aiming for 
sound transmission class 40 (sTc 55 is ex- 
cellent) needs sealant. Otherwise, you 
might just as well use the cheapest wall 
available. 

The compound adheres well to drywall, 
metal and concrete, claims the maker, who 
cites product approval by leading drywall 
manufacturers. Tremco, Cleveland. Circle 
289 on Reader Service card 
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Lig ; 
Velvetex (above 


CUSTOM PATTERN of and 


lower right) is achieved with mastic-coated roller. 


This velvety wall covering is applied with a gun 


A special epoxy adhesive goes on first. 
Then an electrostatic gun and power pack 
like the one shown above shoots millions 
of tiny nylon fibers into the wall. 

The secret of this new process is an 
electrostatic field that forces the charged 
fibers to penetrate the adhesive at right 
angles. The result is an ultra-dense pile, 
called Velvetex, with up to 300,000 fibers 
per sq. in. 

Invented by a Detroit scientist, Velvetex 
takes to masonry, plaster, wood, wallboard, 
metal and even glass. It’s available in 29 
colors and can be applied in custom pat- 


aera Se 
Solid-color Velvet 
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lied with electrostatic 
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left). Power pack is in foreground. 
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For apartment incinerators 
—a dirty-smoke scrubber 


Smoke enters the scrubber black a 
emerges white. Reason: The machine seg 
rates the dirt and fly ash produced 
burning refuse. 

The scrubber is made to order for apa 
ment-house builders and owners fac 


terns (sample, above). And many textures 
are possible—from a felt (short fibers) to 
a velvet (medium fibers) to a plush (long 
fibers). 

But Velvetex is more than decorative 
surfacing. It requires only occasional 
vacuuming, doesn’t object to soap and 
water, and has soundproofing, waterproof- 
ing, and insulating qualities. 

Installation is by licensed applicants 
only. In-place cost averages from $1 to $2 
a sq. ft., although special patterns may run 
a little higher. Velvetex, Detroit. Circle 204 
on Reader Service card 
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with tightening air-pollution regulations. 
was designed especially for New Yc 
City, where new pollution controls we 
into effect a few weeks ago. 

Operating costs and upkeep are mi 
mized by three design features: 1) t 
scrubbing agent is a constant pool of wa 
instead of a steadily running spray 
stream, 2) no moving parts are in cont: 
with untreated smoke and 3) the machi 
runs only when needed. It is made entiri 
of stainless steel, and can be installed 
rooftops or in relatively confined inter 
spaces. Joy, Los Angeles. Circle 217 
Reader Service card 


A round condensing unit cuts cooling cosi 


Specifically, the manufacturer 
says the round condensing unit 
will reduce installed costs of 
central air conditioning by $75 
to $150. 

The saving results directly 
from the condensing unit’s rad- 
ical new shape—cylindrical in- 
stead of rectangular (photo). 
Cylindrical design takes less 
metal, so it makes the unit 
lighter and cheaper to build. 
Furthermore, the manufacturer 
has eliminated some structural 
materials by molding the unit’s 
refrigerant coil in the shape of 
its curved grille to make the 
coil double as structural sup- 
port. Average weight reduction 


is almost 40% —e.g., a 24,( 
Btu model weighs 135 | 
compared with 220 Ibs. for 
old rectangular version. 

Other advantages lie in 
unit’s appearance and ope 
tion. It is more attractive tl 
the traditional box enclost 
And its horizontally moun 
exhaust fan blows throug 
top grille, directing sot 
waves upward instead of 
ward people at ground le 
and neighboring houses. 

Models come in five siz 
18,000 to 48,000 Btu, in sta 
ard and deluxe versions. C 
rier, Syracuse, N.Y. Circle å 
on Reader Service card 
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ding wood window makers are 

ng to our bottle. 

hey're now offering it in windows 
ead of single panes of glass, so 

ne buyers will never need to put up 
ake down storm windows. No extra 
ies to wash. Our flat skinny 


bottle is called Thermopane insulating You can have Thermopane with the 


glass with the GlasSeal® edge. GlasSeal edge in almost any size or 
We make it of glass fused to glass at type of window you need. 
the edges. Then fill the space with dry Put a bottle in every window. The one 
insulating air and seal it to keep the with Thermopane etched in the corner. 
dryness in and dirt and moisture out. It says you build new-fashioned houses. 
(Even old bottles won't leak.) Libbey-Owens-Ford Glass Co. toledo, Ohio 43624 


A bottle has made 
storm windows old-fashioned. 


The bottle with the name 
Thermopane etched in the corner. 


Only Libbey-Owens-Ford makes Thermopane in the U.S.A. 


a mrIwEeUVMdt J 
start on p. 87 


Hardware 


Built-in and cabinet line includes two pull and knob sizes, a key 
and backplate, and choice of three hinges—H flush, H with %” offset, 
and H with %” inset. Hardware is available in a variety of finishes. 


a 


Ebony-link chain—to tie back 
draperies, to suspend lamps and 
mobiles or to serve as a towel 
bar—also comes finished in an- 
tique bronze. Chain matches a 
square traverse rod and is sold 
in 24” lengths or cut-to-meas- 
ure. Kirsch, Elkhart, Ind. 

Circle 231 on Reader Service card 


Amerock, Rockford, Ill. Circle 230 on Reader Service card 


Decorated melamine is non- 
corrosive, unbreakable and fire- 
proof. Two hand-applied designs 
—gold on white (shown) and ivy 
—come in single, double and 
triple switch plates; door knobs 
with backplates, knobs and pulls. 
Holton, Stamford, Conn. 

Circle 235 on Reader Service card 
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Solid wrought iron—fash- 
ioned in designs reminiscent of 
the middle ages—comes in choice 
of two finishes: matte black or 
metallic glaze. Some seven hun- 
dred pieces include entrance, 
door, gate and cabinet hardware. 
Cornell-Newton, Beverly Hills. 
Circle 236 on Reader Service card 


Handcrafted escutcheons f 
around existing 2% 6” roses. Eac 
comes with an adapter ring fo 
backplates that measure 214” o 
less. Choice of finishes include 
18 karat gold plate, sterling silve 
plate and white-and-gold. Flor 
enta, Los Angeles. 

Circle 232 on Reader Service cari 


Privacy lock operates from in 
side by push-button, unlockin; 
when inside knob is turned. I 
has an outside emergency re 
lease. Style shown is 2” in di 
ameter and projects 2%”. Fin 
ishes include antique silver. Wes 
lock, Los Angeles. 

Circle 233 on Reader Service car 


Shelving package includes a walnut- colored shelf in choice of thre 
lengths—24”, 36” or 48”—two brackets, screws and anchors. Harc 
board shelves have hollow-core construction to prevent warping. Dorfil 
Portland, Ore. Circle 234 on Reader Service card 
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sive your client 


1 sense of arrival, 


yn. a sensible budget. 


esign a detailed entry that tells your client 
e building is his alone. And do it with these 
andards: Republic Frame-A-Lite Stick Sys- 
m, Full Flush Doors and Universal Door 
ames. 

With new Frame-A-Lite Sticks, you frame 
1 entry approach, borrow light for an interior 
all, illuminate an exit, or create patterns of 
es. Design possibilities are virtually un- 
mited. 

Our Republic Full Flush Door is a standard 
ost door you can specify anywhere on the 
b without raising a client’s cost conscious 
yebrow. And you'll appreciate the quality of 
ur fully welded perimeter channel. It’s one 
ason Full Flush Doors hang square, and stay 
Juare—won't sag, bind, warp, or split, ever. 


on 


For door frames without lites, match a Full 
Flush Door to a Universal Frame. In recent 
tests, this frame with its specially designed 
vertical seam, resisted corner loads up to 450 
pounds. 

Proof enough, Republic puts extra strength 
in standard products so your custom design 
won't fail. 


MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
Youngstown, Ohio 44505 


st $ H WA 

f i is) 

|i + Fi ie 
a The Man From Manufacturing* $” 


Tell me about Republic Door features like its 
fully welded complete perimeter channel, its 
five-step phosphatized rust-inhibiting process, 
baked-on prime coat, continuous hinge and 
lock reinforcement, interlocking corners and 
lots of other reasons to make clients approve 
my specs. 

And send along information about the verti- 
cal seam in Universal Doors, and data on 
Republic’s new Frame-A-Lite Stick System. 


Title 


Company 


Address 
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“Great plans. 
And you want 
financing. 


Good. 
That’s what 
Pm here for.” 


“You have to 
sell me first.’ 


Your first sale has to be to the “money man.” And 
he’s a tough sale tomake. You have to show him 
how good a builder you are. He likes to see plenty 
of quality in your plans; quality manufacturers in 
your specifications. For a good reason: it reduces 
his risk. He knows you'll move your homes faster 
if you build with quality materials. 


Take a little thing like locks. When you install 
Schlage locks on every home you build, you're 
putting a little bit extra into them. That’s the kind of 
quality the finance man is looking for. And the 
kind of home-building he wants to give 

his backing to. 


So, show him top quality materials, like Schlage 
locks. He’ll feel better about putting his 
cash behind your plans. 


°SCHLAGE: 


San Francisco * Vancouver, B.C. 


Po pal A ee ee ee enn a ee | 
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Tools and equipment 


æ“ AG 

Truck- epeen pT lift rack 
serves as platform or materials 
hoist. It reaches 20’ in 15 seconds, 
and has controls in both cab and 
platform. The unit is hydraulic, 
battery-activated, and its capacity 
is 800 lbs. Up-Mobile, Sacra- 
mento, Calif. 

Circle 296 on Reader Service card 


Tilt-top treacher digs MOETE on up to 20% ery The design 
permits vertical trenching with tracks straddling a curb, and eliminates 
undercut on curves. A backhoe attachment also digs vertically. Davis, 
Wichita, Kan. Circle 205 on Reader Service card 


<b ‘ T ay A 

Pneumatic stapler drives 1’ 
wide crown staples for applyin 
asphalt shingles. The magazin 
carries 140 of the 16-gauge staple 
in %” to 11⁄4” lengths. Staple 
meet FHA application standarc 
on a one-to-one basis. Spotnail: 
Rolling Meadows, III. 

Circle 297 on Reader Service car 


Wheel- driven power source combines an electric generator, a 
compressor and utility pump in one package. Each component can ł 


bought separately and the others added. Unit weighs 62 lbs., measur 
2’x2’x1’. Rolon, Santa Monica, Calif. Circle 206 on Reader Service cai 


Slide rule and measuring tape features 10” A, B, C, D, NEOR Sine, 
Tangent and Cube scales. The endless (double scaled) sliding B and C 
scales are folded for problems involving pi. Reverse side measures to 


28”. Cal-Tape, Roann, Ind. Circle 207 on Reader Service card 


Reciprocating saw features a 
self-contained light. Operating 
speed is dial-adjusted, and con- 
stant torque is maintained 
throughout the 600 to 2,100 speed 
range. The motor is % hp, 115 v. 
Portable Electric Tools, Geneva, 
Ill. 

Circle 294 on Reader Service card 
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Marking wheel automatically 
determines setting of studs, raft- 
ers, roof trusses, etc., on centers 
of 8”, 12”, 16” and 24”. Other 
settings are available in 4” mod- 
ules. Ink does the marking on 
wood, steel or concrete. TECO, 
Washington, D.C. 

Circle 295 on Reader Service card 


Forklift comes in capacities of 15,000, 16,500 and 18,000 lbs. There 
a choice of oil clutch or automatic transmission and of gasoline, dies 
or LPG power. Power steering, overhead and load guards are standar 
Pettibone Mercury, Chicago. Circle 208 on Reader Service card 


New products continued on p. | 


HOUSE & HON 


Commented Hugh C. Carter, 
president of the consulting 
engineering firm of Hugh Carter 
Engineering Corp., Long Beach, 
Calif., member of Consulting 
Engineers Council. 

He further stated in the interview, 
“Mechanical and electrical 
systems required to achieve the 
desired Environmental Comfort 
Control in today’s complex building 
often represent 50% or more of 
the total investment. Is there a 
best way to achieve quality, low 
first cost and low upkeep in 
mechanical/electrical systems? 

“My office uses a base-bid- 
specification, which enables the 
Consulting Engineer to maintain 
cost and quality control for the 
owner’s benefit. Careful control of 
equipment selection and 


“that 
od enou 


“Innocent substitutions can so subtly sabotage building design!” 


installation is the most effective 
way of producing a quality building 
for the owner at the least cost. 
Competitive bidding is an 
integral part of the construction 
industry, however, it must be 
properly channeled to achieve the 
best over-all results for the owner. 
“Our base-bid-specification 
combines the best elements of 
careful cost control, quality 
control and competitive bidding. 
Review of substitutions are made 
by the Consulting Engineer 
from submittal materials furnished 
only by the successful low 
subcontractor. This saves time for 
all the rest of the subcontractors; 
allows the Consulting Engineer 
to select the best equipment with 
the best value; and results in 
construction proceeding 


approximately 20% faster than 
with past specification customs.” 

The Consulting Engineer is 
uniquely qualified to perform this 
objective role as cost and quality 
control man as a result of his 
design and construction 
experience and training. The 
owner’s best interests of least cost 
and early building completion 
can be better served by employing 
a professional, financially 
disinterested, consultant to 
quarter-back construction. 
Investigate the benefits of a 
Consulting Engineer on your 
building team. 

Bell & Gossett has specialized 
in hydronic circulation for half 
a century...a name you and your 
building team can trust. 


BELL & cosseTt LTT 


Fluid Handling Division, International Telephone and Telegraph Corporation, Morton Grove, Illinois 


mý 
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What’s the outside story on thi 


Bird solid vinyl 
siding, gutters 
and downspouts. 
Maintenance-free 
as can be! 


96 


Why did Ross Cortese specify Bird 
Solid Vinyl for so impressive a 
development? 


Beauty, for one. But Mr. Cortese had 
in mind other benefits and advan- 
tages, too. Like construction econ- 
omies that result in attractive prices 
for buyers. Though Bird vinyl is 
tough, it’s light. Easy to handle. Cuts 
to size with ordinary tools. Goes up 
fast. And because it’s so rugged, 
there’s never any loss from stock 


deterioration or damage. 


And the famed developer also r 
quired absolute minimum main 
nance. Bird vinyl never needs 
painting. Can’t flake, peel or ro 
like wood. Doesn’t rust, dent or 
like metal.Washes down witha 
hose, or in a storm. Can’t condt 
electricity, discourages fire 
and always looks great. 
Any wonder Mr. Cortese went tl 
Bird solid vinyl route? More tha 
HOUSE & HO 


ew 30,000 unit Rossmoor Co-op? 


of the siding — and all gutters 


4 : rf BIRD & SON, inc., Box HH7, E. Walpole, Mass. 02032 
downspouts — in this strikingly Send me all the facts on the following: 
jtiful community near Princeton, Bird solid vinyl building products. 
A Nhi O Bird solid vinyl siding O Bird solid vinyl shutters 
are Bird vinyl. This is the 5th [O Bird solid vinyl gutters [ Bird solid vinyl soffits 
1 Cortese project. And more ale and downspouts 
dlanned. oo Name 


3loper? Builder? Contractor? If 


Company 
re not putting up Bird Vinyl, BIRD Street 
re putting up with less than aunty 
isome profits. SO B 
J for the profitable facts right : 


inc, State! sce ve wt) ee 2 a ee Zip ee eee 
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Circle 67 on Reader Service card 97 


PUT YOUR 
BLU-RAY 
WHERE YOUR — 
JOB IS! 


The Blu-Ray 842-M7 

WHITEPRINTER was 

designed with you in mind 
. . designed to your 


working habits and needs. : 
This compact unit produces <=) 
200 “D” size prints per 


hour at a material cost of rey 
only 1¢ per square foot. Design Office 


Use it anywhere, take it 

from place to place, install 

one in every department. Just plugitin... 
no waiting for warm up . . . throat capacity to 
42 inches. Virtually maintenance-free .. . 
Blu-Ray is fast, easy to use. 

Circle Reader Service Card Number or contact Blu-Ray for 
more information and a FREE copy of our 44 page 
Reproduction Guide. 


IT I J-RAY BLU-RAY READER 
ILLI SERVICE CARD NUMBER 
BEE ETO 68 
BLU-RAY, incorporated 


3442 Westbrook Road, Essex, Conn. 06426 e Phone (203) 767-0141 


il 
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Drafting 


Circle 68 on Reader Service card 
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cascade 


REVOLUTIONARY MOLDED-STONE SHOWER FLOOR 
IS LIGHTWEIGHT, LEAK-PROOF AND PERMANENT 


e weighs only 1/5 that of concrete floors © slip-proof surface is smooth and easy to clean 
e watertight drain is factory attached, tested © molded one-piece—nothing to come loose, leak 
© exclusive Molded-Stone is strong yet flexes; gives with building settling —won’t crack or chip 


Write for Descriptive FIAT FIAT METAL MFG. C0., INC 


Literature 


Circle 69 on Reader Service card 


Michael Court, Plainview, L.I., N.Y. 
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Aluminum-handled pipe wrenches are nearly 50% lighter th 
forged-steel types, yet meet government heavy-duty standards. Th 
come in five sizes from 10” to 36”. Jaw mechanisms are steel. Rid 
Tool, Elyria, Ohio. Circle 220 on Reader Service card 


Portable masonry saw has Chemical fire extinguish 
heavy-duty features (welded steel has barrel that unscrews frc 


frame, continuous duty motor, head, is replaced with facto: 
non-priming electric water fresh unit. Increased UL rat 
pump), yet can be easily carried, fire-killing capacity is cited, a 
claims the manufacturer. Avail- unit has indicator to show | 
able in 1% or 2 hp. Eveready placement need. Weighs 21⁄2 1 
Briksaw, Kansas City, Mo. Ansul, Marinette, Wis. 

Circle 221 on Reader Service card Circle 222 on Reader Service cc 


>. ri 
Tungsten carbide forms cutting edges of this saw blade. Fits hi 
saw, works like a coping saw. Materials like tool steel, stainless si 
titanium, glass, tile, etc., said to be easily cut. Dillon Tile, San Franci 
Circle 223 on Reader Service card 
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tchens 


is TRG á q eT Be X 
stess cart/cabinet rolls out for serving, tucks away in 18”-wide 
ercounter cavity. Cart’s wooden front matches style and finish of 
hen cabinets. It has 17”x23” top with two 7” drop leaves. Six styles. 
g Bell, Portland, Ore. Circle 210 on Reader Service card 
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flon-coated range hood comes in four widths from 24” to 42”. 

are 21” deep. Model shown is offered in antique white or shaded 
jpertone, plus sapphire, sand, avocado, lemon and aqua. Hamilton 
ich, Racine, Wis. Circle 211 on Reader Service card 


Double-oven gas range has 
optional MicroRay broiler (insert) 
that heats to 1600°F, gives off 3- 
micron infrared rays. Heat comes 
from gas-air mixture inside ce- 
ramic broiler surface, rather than 
from exposed flame. Cooktop lifts 
off. Hardwick, Cleveland, Tenn. 
Circle 213 on Reader Service card 


avy-duty disposer has re- 
sible turntable with stainless 
el impellers that swivel 360° 
- above-average grinding abil- 
. Model is wrapped in outer 
lystyrene jacket with sound- 
sorbing polyfoam insulation. 
uirl-A-Way, Anaheim, Calif. 

‘cle 212 on Reader Service card 
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Two more of 
over 100 
decorator 

< models 


=> CLASSIC 
~ Grote-quality cabinet 

with exquisitely 

carved gold frame 

< in basic oval shape 

lovely in any setting. 


ANTOINETTE 
Cabinet with superbly sculp- 
tured gold frame reflecting both 
the good taste and the affluence 
of a golden era. 


without sacrificing that 
needed storage space 


How can you sell your home or rent your apartment weeks 
earlier? With the opulent touches you can provide with decorator 
bathroom cabinets at less cost than with anything else. And with 
more opulence for fewer dollars from Grote than from any other. 


Not to mention the space-enlarging effect with mirrors that will 
make a compact bathroom look twice as big... without sacrificing 
the needed extra storage space provided by the cabinet. 


Grote has bought a whole mirror plant (Hagemann of Shelby- 
ville, Ind., famous in mirrors since 1892) to bring you the most in 
mirror sales-magic. Mirror-doors on bathroom cabinets, rolling or 
fixed wall mirrors, decorator mirrors for every room in the house. 


This complete integration of our mirror manufacturing gives us 
something most important to you, the builder: complete quality 
control from selection of glass through silvering, backing, framing, 
and mounting devices. 


Count on Grote for all the sales magic you can work with 
mirrors. Get the formula from our new 32-page full color catalog. 


MANUFACTURING CO. pii 
PO Box EM-766, Madison, Indiana 47250. 


Sure, we want the formula for mirror-magic in bath- 
room cabinets, to sell or rent weeks earlier. Send us 
your new 32-page full color catalog. 


THE 


Firm Name 


Street 


City State Zip 


Signed Title 


| PROGRESSIVE BUILDERS REPORT: | 


Honeywell Electronic Air 
Cleaners, Total Comfort, comin 
on fast. May be“standard”soon 


“We're the only local builder with the 
Air Cleaner standard, so we attract a 
lot of attention.” 
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Harold Grabow, Builder 
Developer of Waterford Village 
Waterford, Connecticut 


“Every home in Waterford Village is a 
Total Comfort Home. Heating, air con- 
ditioning, humidification control and 
the Honeywell Electronic Air Cleaner 
are all standard. Our Total Home Com- 
fort system plays a major role in our 
advertising and literature. It has given 
Waterford Village a real comfort image 
with the public. 

“Many of our prospects are already 
familiar with the Honeywell Electronic 
Air Cleaner. We deal with sophisticated 
clients who readily understand the bene- 
fits of air cleaning from reading the 
Honeywell advertising. Of course, if 
there are any allergies in the family, we 
have really hit the bullseye. Total Home 
Comfort is the new “‘hot item.” 


Mr. Walter R. Zimmerer: Clover Hill Estates, 
Colts Neck, New Jersey 
“My father and I are custom builders. 
We both have Honeywell Electronic Air 
Cleaners in our own homes. We know 
their value from firsthand experience. 
“Tn our homes we offer humidity con- 
trol, air conditioning and the Honeywell 
Electronic Air Cleaner. 


108 


“Have one in my own home...1 know its value.” 


“About 60% of our customers order 
an Electronic Air Cleaner right away 
and our plumbing and heating contrac- 
tor sells the other 40% within a year or 
so after they move in. 

“T really stress the Electronic Air 
Cleaner because my homes are my sales 
exhibits, and I want them to look as 
good in five years as they do now.” 


“Sell more Electro 
Air Cleaners tha 
air conditioning.. 


Mr. Richard Tomko 
Vice President, Keyes-Treuhaft í 
Cleveland, Ohio 


“Our firm is currently devel 
Landerwood Estates in Pepper 
Cleveland’s finest suburb. Neith 
conditioning nor the Honeywell 
tronic Air Cleaner is standard « 
ment, but we do install a Hone 
blank frame so the Air Cleaner m 
added later. We familiarize all « 
clients with the benefits of both. 

“We sell more Honeywell Elec 
Air Cleaners than we do central ai 
ditioning installations, and air conc 
ing is receiving a lot of publicity : 
big item in building today. Cust 
readily understand the health aspe 
clean air plus the fact the Electron 
Cleaner cuts redecorating and dry 
ing expenses.” 


HOUSE & H 


"Total Comfort sold homes so | 
used it in office building.” 


Mr. Francis Koenig, Builder 
McLean, Virginia 


iously, I have built homes in the 
ington, D.C. suburbs. Each of my 
had a Total Home Comfort pack- 
onsisting of central heating, air 
tioning, humidity control and 
well Electronic Air Cleaning. The 
rwell Electronic Air Cleaner kept 
mes cleaner and made them easier 


hen I began building a 55 x 155 ft. 


office building which I own, I wanted to 
give my tenants the same cleanliness 
which I gave my home buyers. They are 
mostly professional people and they 
want the best. I installed six banks of 
Honeywell Electronic Air Cleaners and 
had no trouble leasing the entire build- 
ing. People are the same all over. Give 
them something with real value and they 
snap it up.” 


“.. like air conditioning was 
a few years ago.” 


Mr. Jack Monroe, Builder 
Atlanta, Georgia 


are developing one 48-lot unit, 
ch, and most of our homes are con- 
jobs. Consequently, the different 
es of the home are negotiated. We 
no standard features as such, but 
oneywell Electronic Air Cleaner 
1 most of our homes. In the homes 
it doesn’t go in, we usually include 
1eywell blank frame, because we 
ie air cleaner will be added later. 
ed to leave space for air condition- 
cause the power unit was usually 
later; now all our homes are air 
ioned. We feel that this is the same 
on that the Honeywell Electronic 
leaner is in now. It will soon be 
ard. 

e have literature on the Honeywell 
‘onic Air Cleaner, but we find most 
clients are already familiar with 
me even bring it up before we do. 
e two Honeywell Electronic Air 
ers In my own home, so I can give 
] testimonial if it’s needed.” 
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Honeywell Electronic 
Air Cleaner removes 
95%* of the dust, dirt 
and pollen passing 
through it. 


Tre Honeywell Electronic Air Cleaner 
fits in the return air duct of any forced 
air heating-cooling system and traps 
up to 19 times as many particles as 
ordinary mechanical filters. 


I + 
el Ty 
: “atl be 
y= | IN 
IONIZING COLLECTING 
SECTION SECTION 


In the Honeywell Two-Stage Electrostatic 
Precipitator, particles receive a strong posi- 
tive charge in the ionizer section. As they 
pass into the collector, the electrical field 
created by the alternately charged positive 
and negative plates hurls the particles onto 
the negative plates, out of the airstream. 


Only the large airborne particles can 
be seen, but the invisible particles do 
most of the real damage. They can 
irritate allergies, soil windows and 
drapes, and leave a dingy haze behind 
mirrors and pictures. 

The Honeywell unit traps particles 
so tiny that it would take about 7,000 
of them to stretch across this (.) dot! 

In anew home, the Honeywell Elec- 
tronic Air Cleaner may be included 
in the mortgage for under $2.00 per 
month. 

For more complete information and 
literature, write Honeywell, Dept. HH 
7-419, Minneapolis, Minn. 55408. 


*As measured by the National Bureau of 
Standards Dust Spot Method. 


Honeywell 


IT’S GASOLINE =IT'S ELE CTRIC =IT'S BOTH! 


JSPEE-Fi 
Slimline 35 Powel jn 


for the first time I$ 
you can have f 
complete versatility 

and airless quality 


AIRLESS 
SPRAYER 


$ 00 ineluges gas 
See eae 


Add up these features: 


Compact — weighs only 
125-lbs. Siphon operated 
direct from 115V-15 amp 
outlet or 4-HP gasoline 
engine. Quick change 


P from gas to electricity in 


5 minutes. Completely 
Portable, goes up stairs, 
scaffolds and roofs. 
Comes complete with pat- 
ented H-Gun, hose, and 


| two power units. 


Electric 
Convert-o-kit 


SINGLE 
POWER 


(gas or 
electric) 
optional at 


$9500 


Have the unit to do any 
job, anywhere. Get the 
Spee-Flo PowrTwin dem- 
onstration or case histo- 
ries on request. 


pi 6614 Harrisburg Bivd., Houston 11, Texas 
Spree-Fi0 Major Cities in U. S. and Canada 
Company Export Offices: New York City 

Sets new standards for quality finishing 


Circle 73 on Reader Service card 
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designs to meet every 
need for doors and 
cabinets 


Each is designed for 
neat appearance, to 
mount easily in a 
variety of ways, and 
to last a lifetime. 
Magnets are self- 
aligning to enlarged 
strikes. There's a 
style and size for 
every need, 


See Sweet's Catalog under Arch. File 19g-En 
and light Const. File 7b-En for the complete 
EPCO line of magnetic catches, track for sliding 
doors, pulls and knobs. 


THE ENGINEERED PRODUCTS COMPANY 
FLINT, MICHIGAN 48501 


P. O. BOX 108 


Circle 74 on Reader Service card 
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Electrical fixtures 


Lighted pusi buttons are offered in six styles A in choice 
antique pewter, gold or silver. The 10- to 16-volt units range in des 


from traditional to Spanish. Emerson Electric, St. Louis. Circle 260 
Reader Service card 


TENPLATE FOR ROUTERS 


DIRECTIONS 
Apply seuble Teen tape to reverse ude ot taipirie tp an 
n CON! 


e = o 
LD and press dawn. Use ta shank and tute car: 
ae raua hi: Drop bh ts provan a I pilal ag on Shae 
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Grounding receptacle has 
Stainless-steel wall plate with box 
brushed-satin finish. The heavy- 


Template for making oui 
openings in lamina 
plastic panels is used witt 
router. It -helps cut accurate-si 
openings with correctly radiv 
corners. Double-faced tape 
tens it to wall. Consoweld, \ 
consin Rapids, Wis. 

Circle 266 on Reader Service c 


duty receptacle eliminates a 
prime cause of shorting by in- 
creasing the gap between con- 
tacts and molded body. Slater, 
Glen Cove, L.I., N.Y. 

Circle 265 on Reader Service card 
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Electronic dimmer switch 
for incandescent lamps can be 
preset at any light level. Push-on, 
push-off control comes in either 
single-pole or three-way and fits 
standard single-gang box. Unit is 
rated at 600 watts, 120 volts. 
Circie F, Trenton, N.J. 

Circle 261 on Reader Service card 


Weatherproof cabinet with 
locking door encloses controller 
for automatic sprinkling systems. 
Both chassis and panel are inter- 
changeable with current models, 
so cabinets now in use can be re- 
placed with new design. Rain 
Bird, Glendora, Calif. 

Circle 262 on Reader Service card 


Shielding adapter for thread- 
ed-conduit connections eliminates 
need to weld joints. Only a 
wrench is required for installa- 
tion, and joints can be disassem- 
bled (near left) and re-used. Unit 
includes RF gasket and cup 
washer. Danex, Clark, N.J. 

Circle 263 on Reader Service card 


Oversized wall plates are 
large enough to conceal wall 
damage and deep enough to as- 
sure a flush fit. Plates are 34” 
wider and taller. They are sug- 
gested for mobile homes, pre- 
fabricated units or any thin-wall 
construction. Leviton, Brooklyn. 
Circle 264 on Reader Service card 
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adio-intercom systems, in two surface-mounted models, need 
o rough-in framing. Systems include master control centers (shown), 
ree room stations and a door speaker. Finishes are walnut or silver 
ak. Thomas, Louisville. Circle 267 on Reader Service card 
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Free guides show you how to 


N E WI bvild— and decorate — with iron. 


Decorative Ideas in Iron. With this FREE guide and your imagination, 
there's no end to the sales-sparking magic you can create with orna- 
mental iron. Profusely illustrated new book shows how little touches 
of iron add so much excitement and sales appeal to any home— 
inside or out. 


Big 16-page Catalog. Jam-packed with illustrations of all the wanted 
designs in columns, railings and decorator accessories. All standard 
size to save you money over custom 

ironwork. Insures fast delivery from 

nearby warehouses. 


BOTH BOOKS FREE! MAIL THIS COUPON TODAY! 


Logan Co. 270 Cabel St., Louisville, Ky. 40206 


Please rush me your new “Decorative Ideas in Iron” guide, and 
new catalog. 


Name 
Company. 
Address 
City 


State: =e =. Zip 
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start on p. 87 | 


Adhesives 
ey i 


PER pm shy 0 (i 
Expanding mortar—compounded for use with brick, stone, concrete 


and masonry—expands as it sets, forcing itself into cracks to form a 
tight seal. Also: It waterproofs when brushed over stone and brick. 
X-Pando, Long Island City. Circle 243 on Reader Service card 


jm g ACRYLIC SEALANT 


One-part sealant adheres to most materials and can be applie 
without priming even to soiled or damp surfaces. The acrylic sealan 
requires no preheating. Characteristics: high elasticity, low shrinkage 
Rutland Products, Rutland, Vt. Circle 244 on Reader Service care 


' A 


SIMONIZ 


-sik 
COMMERCIAL 


FLOOR 


SEALER 


CONTENTS § GALLONS 


Floor sealer, for preserving re- 
silient and stone floors, is com- 
patible with water-based waxes. 
The acrylic-emulsion sealer is 
nonflammable and dries to a 
hard, nonyellowing film. It re- 
stores color and gloss to worn 
floors. Simoniz, Chicago. 

Circle 245 on Reader Service card 


Long-term waterproofin; 
for masonry seals from withir 
rather than by surface coating 
Ingredients penetrate block, cor 
crete and mortar, chemicall 
form a moisture barrier. Prime 
both oil- and water-based paint: 
Chemstop, Burbank, Calif. 

Circle 246 on Reader Service car 


New Literature starts on p. 11 


Add Elegance at Low Cost 


with LENAPE 
CERAMIC PLATES 


CHOOSE §cc-«esevore BUILT-INS 
FOR KITCHEN GLAMOUR 


FREE...SEND TODAY! 


Complete catalog of 
“glamour” products to help 
create better, more beautiful 
kitchens and baths. Includes 
“where to buy” list for your 
locality. 


SWANSON 
MANUFACTURING CO. 


607 S. Washington St. 
Owosso, Mich. 48867 


American-made, high quality ceramic 
Seven beautiful satin-glaze colors 
Fired-on 22 kt gold decoration 
No paint or tarnish problems 
= Single, multiple and combination styles 


Vent Fans 


Kitchen ‘‘Kaddys” 


J> 


Range Hoods 
Toasters e Clocks ® Bath Scales 


Write, wire or phone. 


Lenape Products, Inc. 


103 Stokes Avenue, Trenton, N. J. 08638 
Phone: (609) 882-7412 


Can Openers 


112 Circle 76 on Reader Service card Circle 77 on Reader Service card 


Matt Jetton calls his 
new model 


“VARIATIONS IN COPPER” 


maniya n A 


Thompson-Brown Co. 
named its new model | 


“THE COPPER CENTURY HOME” 


` a i t “witli 

RIATIONS IN COPPER” by Sunstate Builders in Tampa, Florida, is a superb “THE COPPER CENTURY HOME” in Detroit, Michigan, has copper, brass and 

ple of homebuilding fashion that makes sense. Impressively eye catching bronze where they belong in a quality home. Superior hydronic heating with a 
ughout. A copper coach lantern at entrance. Etched copper wallpaper in copper boiler and all copper tubing. Copper gutters, spouts, flashing and 
bath. Copper wall tiles in the kitchen. An antique copper-and-cypress hood bronze weatherstripping for enduring protection from time and weather. All 
an island range. Solid brass and bronze hardware. And, of course, all cop- copper water lines, waste lines and electric wiring. And fireplace hood, roof 
plumbing, wiring and flashing for enduring service where the eye doesn’t cupola, hardware, switch plates, light fixtures, plumbing trim...all of cop- 
it. Successful opening was highlighted by a special exhibit of copper, per or its alloys. Even the copper industry's prototype car, the Mercer-Cobra, 
s and bronze sculptures from the Sculpture Center, N.Y.C. was on hand to help build capacity traffic on the snowy opening weekend. 


No other building material combines the beauty, durability and freedom from main- 
tenance that are inherent in copper, brass and bronze. These metals add far more 
selling value to a home than they cost. And today’s customers know it COPPER 


ane Se 
DEVELOPMENT 


Eh aa 
ASSOCIATION INC. 


| 
405 LEXINGTON AVENUE, NEW YORK, N.Y. 10017 
ULY 1967 
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MOW iong Will Cedar 
shingles last over 

a plywood roof 
deck? 


Frankly, we don't 
know. Our records 
only go back pe 


TT 


HOUSE & HOM 


\nd here’s what 
he records show: 


rability: A cedar shake or 
gle roof over plywood decking will 
for decades. For instance, we’ve 
_ track of a house that was built in 
;, with 5/16” plywood sheathing 
2r wood shingles. After 21 years, 
owner remodeled. When shingles 
» taken up to change the roof con- 
‘ation, the whole roof was found in 
shape. Shingles were intact, and 
yood was as sound and solid as 
. That same plywood deck is still 
srvice, reroofed with cedar shakes, 
> than a quarter-century after it 
laid down. 


1erous studies confirm the dura- 
y of cedar shingles over a solid 
c. A few years ago, Purdue Uni- 
ity sponsored a survey of 650 red 
r shingle roofs with an average 
of 23 years. Conclusion: no sig- 
ant difference in performance of 
shingles applied over either solid 
paced sheathing. 


Red Cedar Shingle and Handsplit 

ze Bureau in its Certigrade Hand- 

< specifically recognizes plywood 
sheathing “graded and applied 
rding to specifications of Amer- 
Plywood Association.” 


there’s a great deal more to the 
7ood record than durability. 


LY 1967 


Protection: Plywood protects 
against dust, dirt and snow penetration 
without need for building paper. A 
tight plywood roof eliminates air infil- 
tration, enables attic ventilation to be 
controlled. 


And plywood sheathing braces any 
structure against the forces of earth- 
quakes and hurricanes. Tests by the 
American Plywood Association and by 
independent agencies, plus repeated 
field inspections, prove plywood’s 
superior bracing strength. 


Economy: In-place costs of ply- 
wood roof decks are low—almost always 
lower than other materials. That helps 
account for plywood’s predominance in 
the residential roof-sheathing market. 
It is used on about 70 per cent of all 
new homes. There’s less waste and labor 
costs are lower. Also, plywood is avail- 
able in thicknesses which permit effi- 
cient material use for any rafter or 
beam spacing. 


And when you take into account the 
years of trouble-free service a shingle 
or shake roof with plywood deck will 
give —with no need for repairs or 
replacement — plywood’s cost savings 
are even more impressive. 


Nailability: Plywood has superior 
nail-holding ability. Even 5/16” or 


3/8” plywood will hold nails perma- 
nently and securely in place — and 
even under wind forces of hurricane 
intensity. Laboratory and field studies 
after 5 to 8 years of exposure showed 
withdrawal resistances averaging 50 
Ibs. for 3d shingle nails in plywood 
sheathing. Normally, two nails are 
used per shingle or shake. 


-——— 


RECOMMENDED APPLICATION 


CEDAR SHINGLES OR 

SHAKES (FOLLOW REC- 
OMMENDATIONS OF RED 
CEDAR SHINGLE AND 
HANDSPLIT SHAKE 

BUREAU) \ Q 


DFPA PLYWOOD 
SHEATHING (NO 
BUILDING PAPER 

REQUIRED) 


PLYCLIPS OR T&G 
EDGES IF REQUIRED 


& 
EXTERIOR PLYWOOD STARTER STRIP, OR PROTECT 
PLYSCORD EDGES AGAINST EXPOSURE TO WEATHER 


For more on nailing and support spac- 
ing recommendations, send coupon. Or 
get in touch with us in Tacoma or at 
one of our regional offices: Atlanta, Chi- 
cago, Dallas, Detroit, Los Angeles, 
Minneapolis, New York, San Fran- 
cisco, Washington, D.C. 


AMERICAN PLYWOOD ASSOCIATION 


American Plywood Association 
Tacoma, Washington 98401, Dept. H 


under shake and shingle roofs. 
Name 
Firm 


Address 


pocorn 
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Please send me (free) more facts on plywood decking 


TESTED 


QUALITY 


(USA only) 


RAILINGS AND BENCHES 


PLANTERS AND WALLS 


FENCES AND SCREENS 


ebb 


GARDEN STRUCTURES 


Here are four ways to use western softwoods for landscape structures 


The photos and drawings above are 
samples of what you'll see in a new book- 
let on decks, railings, fences and garden 
units—one of nine titles in a technical lib- 
rary published by the Western Wood 
Products Assn. 

Some of the booklets are product cata- 
logs; others are sources of ideas like those 


STAINLESS STEEL 
HANGER, 


30-0" o.c. \ 


GUTTER FOR NEW CONSTRUCTION 


STYLE "RECTANGULAR" 
<| OR, Arner e 
E 


shown here. As a group, the nine book- 
lets supersede wwpa’s technical manual. 
Other subjects covered: structural framing, 
sheathing and decking; machine-rated lum- 
ber; laminated and solid posts and beams; 
exterior siding; interior paneling; mould- 
ings; doors, and a guide for selecting, 
specifying and using wood products in 


NAILS SPACED b'O.. 


EA 
MIN 
+l 


GRAVEL STOP DETAIL 


For stainless-steel users: Here’s a new how-to manual 


Any builder who’s using—or considering 
using—stainless steel for roofing, flashing, 
copings, fascia, gravel stops or gutters will 
find practical data in this manual. 

The 28-page booklet not only touts steel 
as a building product but also tells how to 
use it for different applications. 

Diagrams, like the two above, show ap- 
plication details plus alternate patterns 


116 


and profiles. 

Tables show typical properties and com- 
position of stainless steel, suggested mini- 
mum thicknesses, and expansion coeffi- 
cients for other building materials. 

Data came from manufacturers, roofing 
contractors and architects. American Iron 
and Steel Institute, New York City. Circle 
302 on Reader Service card 


construction. 

WẸwpPA split up its old manual to mak 
it easier for architects and builders to fin 
information on specific construction uses 
You can obtain any or all of the booklet 
free from the Western Wood Product 
Assn., Yeong Building, Portland, Ore 
97204. 


EXTERIOR PLYW'I 
———— STARTER STRIP 
PLYWOOD ROOF SHEATHING 


New guide shows how to selec 
and use plywood for any job 


The 28-page guide summarizes grade-selec 
tion data in a two-page table and also tell 
how to use new identification numbers o 
plywood sheathing. 

Other sections cover the use of plywoo 
in two roofing systems (one is show 
above), five flooring systems and six wa 
systems. Tables show how much plywoo 
is needed and specify the proper thicknes 

Also included: information on soffit 
trusses, nail holding and sound contre 
American Plywood Assn., Tacoma, Was 
Circle 301 on Reader Service card 
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A Division of 
Celanese 


LANESE | com, j 


Y 
pLASTICS COMPAN pus, OHIO 43215 
S 


UM 
2 PARSONS AVE. col! 


Time for you to start controlling costs 
with Yardley ABS DWV > 


Let's face it. With building costs up, you have to be more alert 
than ever to make a profit. That’s why you should turn to modern, 
economical Yardley DWV for drain, waste, vent systems. 

With Yardley DWV, you ease the squeeze on profits as you 
upgrade quality — and with confidence. Yardley DWV pipe and 
pegs are backed by a 50-Year ga ih a for the new home 

uyer. 

Already hundreds of state, county and local jurisdictions have 
approved ABS DWV for residential sanitary plumbing. 

Yardley is the complete line of ABS DWV pipe and fittings, 
available through a nation-wide network of stocking suppliers, 
backed up by eight completely stocked warehouses. 

Write Yardley DWV into your contracts ...and 


talk it over with your plumbing contractor. There’ll 

YA R? D L EY never be a better time to start than now, For com- 
® plete details on the Yardley DWV 50-Year Guar- 

antee, write Dept. B7, Celanese Plastics Company, 


ABS DWV PIPE AND FITTINGS 142 Parsons Avenue, Columbus, Ohio 43215. eee 
| 
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WHY 


more Builders are offering 


Majestic’ 
FI REPLACES 


Pini 


y 


iif 


they save you time... 


.. - in planning 
.- . İn construction 


...in se 


lling 


...In call- backs 
and time saved is money earned-- 


Majestic Contemporary:™™. 
Modern, decorator styled, a real 
cozy charmer. Wood-burning 
model features the unique, tidy 
“Silent Butler’ ash drawer to 
help keep dust and fly-ash off 
carpets, draperies and furnish- 
ings. Firebrick hearth is 24” x 
36”, with overall fireplace height 
of 4642”. Gas fired models are 
also available, featuring realistic, 
ash-free gas logs. Available in 
red, white or gold porcelain en- 
amel finish, or black matte 
painted finish. Complete pack- 
age is fast and easy to install. 


SINCE 1907 


The Majestic Company, Inc. Che 


413 Erie Street, Huntington, Indiana 46750 


Send today for the big 
ideas on fireplace and 


helpful Fireplace Book, full of new and exciting 
barbecue units. Worth many times its $1.50 price. = 


Majestic Thulman:® Fit the 
fireplace to the room, or the 
room to the fireplace with the 
Majestic Thulman wood-burning 
fireplace. Pre-built, compact and 
light-weight. No footings or 
foundation required. Just build 
into studding or wallboard mate- 
rial. Any location in any type of 
home. Any finish or mantel style. 
Front opening or open-end type; 
36” or 42” size front opening. 
The complete package from 
hearth to chimney top. Under- 
writers’ Laboratories listed for in- 
stallation on wood floors, against 
beams and joists. 


Circle 81 on Reader Service card 


yes Fireplaces 


NEW LITERATURE 


starts on p. 116 


For copies of free literature, circle the indicate 
number on the Reader Service card, p. 105. 


COMPACT REFRIGERATORS AND FREEZERS 
Suggested for home bars, small apartments an 
kitchens, compact 24” units are covered in 
product sheet. Revco, Deerfield, Mich. Circle 37 
on Reader Service card 


STEEL DOORS. Factory-fabricated access doors- 
for valves, electrical systems and other servic 
points—are equipped with cam locks. Designe 
for wall or ceiling use, all styles fit flush wit 
surface, A data sheet includes specification 
Miami-Carey, Cincinnati. Circle 379 on Reade 
Service card 


BATHROOM CABINETS. Full-line of cabinets an 
accessories is described and illustrated in fu 
color. Thirty-one pages. Philip Carey, Cincinnat 
Circle 380 on Reader Service card 


THE BATHROOM. The much publicized stuc 
co-sponsored by Cornell University and America 
Standard is now available, wrapped in a special 
designed cover that indexes its contents and illu 
trates experimental bathroom models being d 
veloped by the manufacturer. American Standar 
Circle 381 on Reader Service card 


INTERIOR PLYWOOD PANELING. Six desig 
sheets in a color portfolio show how texture 
panels fit a wide range of applications. Also: ho 
to install and finish. American Plywood Assr 
Tacoma, Wash. Circle 382 on Reader Service cai 


HEATING/AIR CONDITIONING UNITS. Warn 
air units for residential and commercial install 
tions are presented in a full-line brochure. Lu: 
aire, Elyria, Ohio. Circle 383 on Reader Servi 
card 


CAST-ACRYLIC SHEET. Twelve-page catalc 
shows both residential and commercial applic: 
tions in full color. Also contains specificatio1 
and lists new colors and patterns. America 
Cyanamid, Wakefield, Mass. Circle 384 on Read 
Service card 


CIRCUIT BREAKERS. Two- and three-po 
models in ratings from 5 to 100 amps are pr 
sented in a technical bulletin. Includes dimensic 
drawings and ordering information. Heinemar 
Electric, Trenton, N.J. Circle 385 on Read 
Service card 


SCAFFOLDING. A new line of 154”-diamet 
scaffolding—end frames, braces, guardrails ar 
accessories—is presented in a product sheet. De: 
Easton, Pa. Circle 386 on Reader Service card 


ROOM DIVIDERS. Full-color brochure shoy 
1) how to create rooms by dividing space, ai 
2) how to close off closets and utility roor 
with folding doors. Also: installation guides ai 
specifications. New Castle, New Castle, In 
Circle 387 on Reader Service card 


GROUND RECEPTACLES. Designed for use wi 
air conditioners, heaters, power tools and equi 
ment, receptacles meet all applicable codes ai 
standards. Bulletin describes complete line. Sier 
Electric, Gardena, Calif. Circle 388 on Read 
Service card 


DOOR PULLS/CABINET HARDWARE. Prodi 
sheet describes and illustrates selection of dec 
rative cabinet hardware. Includes ordering infc 
mation. Art Cast, Pomona, Calif. Circle 389 
Reader Service card 


PORTABLE AUTOMATIC DISHWASHER. ( 
fered in white or coppertone, model has fu 
insulated lid finished in wood-grained plas 
laminate—adds 4 sq. ft. of counter workspa 
Product sheet lists features. Philco, Philadelph 
Circle 390 on Reader Service card 


LAWN TRACTORS AND MOWERS. Full line 
utility vehicles is examined in a full-color catal 
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Extension Slide 


KV #1175 
Single Track Slide 


KV #1300 


... because we make and dependably deliver more 
easy-to-install drawer slides than anyone else. 


Concentrate on KV. We make 17 differ- 
ent kinds for virtually every type of in- 
stallation. The popular #1300 extension 
slide is a cinch to install and requires 
only %" side clearance. Loaded to 75 
lbs., it rolls easily on Nylon ball-bearing 
wheels. Nine lengths from 12” to 28”, 
packed singly or in bulk. Standard finish 
is bright zinc plate. 

The #1175 is a single-track slide that 
fits quickly to any drawer, any length or 


width. With extra-large Nylon rollers 
#1175 holds up to 50 Ibs. Install it fast 
with staples or screws — no templates 
required, Standard length: 2256”; packed 
singly or in bulk. Standard finish is 
bright zinc plate. 

The other 15 slides? We have them in 
heavy-duty, medium-duty, self-closing, 
full-extension, under-drawer, single- 
track and double-track styles in a wide 
range of stock sizes. Emergency? Call 


us ... your order will be shipped the 
same day! 

One more point: We modify many 
drawer slides to meet our customers’ 
specific requirements for special sizes, 
special finishes. Why not let a KV 
drawer slide specialist help you. He will 
be happy to work with you and will pro- 
vide recommendations and prices. Call 
us or contact your nearest KV representa- 
tive to get prompt action. 


KNAPE & VOGT MANUFACTURING COMPANY 


Grand Rapids, Michigan 49505 


May we send you a copy of our new drawer slide catalog #167-DS Write for your copy or ask your KV representative. 


roo BUUR Wi 
telis you how to 
use central 


air em 
to close more sales 


Selling more homes more 
quickly is important to you... air 
conditioning can help you do it. 
Central electric air conditioning is 
a reality of modern living. Almost 

one out of every four new residences 
constructed in 1965 al centrally 
air conditioned. Make sure you are 
armed with the facts you need to 
cash in on all the sales advantages 
central air conditioning has to offer. 
Get the booklet “Plain alk From 
Du Pont.” For your free copy, 
mail the coupon. 


FREON’ 


refrigerants 
ta Ue. PaT DFR 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Du Pont Co., Room 5256 
Wilmington, Delaware 19898 


= 
l 

l 

| Please send me a copy of your booklet | on cen- 
| tral residential air conditioning. 
| 

l 

l 

l 
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continued from p. 118 


Included are tractor attachments. Twenty-eight 
pages. Toro, Minneapolis. Circle 391 on Reader 
Service card 


PANTRY CUPBOARD. High-impact-plastic cup- 
board mounts in the wall between studs and 
holds more than 50 cans, All hardware is factory 
installed. A product sheet illustrates and tells how 
to install the unit, Pagebar, Miami. Circle 392 
on Reader Service card 


LIQUID ROOFING. Brochure examines elasto- 
meric systems and includes guide specifications 
for use by architects. Included: physical proper- 
ties and test standards. Glidden, Wilmington, Del. 
Circle 300 on Reader Service card 


VERTICAL AIR CONDITIONERS. Line of self- 
contained air-cooled units is the subject of an 
illustrated brochure that discusses capacities and 
installation techniques. Hupp, Brooklyn. Circle 
301 on Reader Service card 


VINYL-ASBESTOS TILE. Twenty-page catalog 
displays a variety of tile colors and patterns: 
travertine, slate, cork and embossed pebbles. 
Flintkote, East Rutherford, N.J. Circle 302 on 
Reader Service card 


PLASTIC ROOFING. Poured plastic—a long-last- 
ing waterproof coating for roofs, walls and con- 
crete decks—is poured out, then spread with 
large rollers. It can be walked on in less than 
two hours. A specification sheet tells the story. 
Permalume Plastics, Vancouver, Wash. Circle 
315 on Reader Service card 


ADHESIVE BONDING ALUMINUM. Illustrated 
hard-cover handbook discusses wide range of ap- 
plications—including building products. Chapters 
discuss surface preparation, adhesive selection and 
physical properties. 106 pages. Alcoa, Pittsburgh. 
Circle 316 on Reader Service card 


ACRYLIC CEMENT. How to use a two-component 
cement to bond parts of Plexiglas acrylic plastic 
is described in a seven-page technical bulletin. 
The cement will also bond Plexiglas to other 
materials like wood, metal and glass. Cadillac 
Plastic, Detroit. Circle 350 on Reader Service 
card 


SEAMLESS FLOORING. The advantages—posi- 
tive adhesion and no odor—of manufacturer's 
poured flooring are enumerated in a four-color 
brochure. Phelan-Faust Paint Mfg., St. Louis. 
Circle 351 on Reader Service card 


LAWN ATTACHMENTS. Data and specifications 
of attachments for lawn and garden tractors are 
presented in 11 product sheets. Allis-Chalmers, 
Milwaukee. Circle 352 on Reader Service card 


SEAMLESS RESILIENT FLOORING. Elastomeric 
liquid flooring offers a wide range of color pos- 
sibilities. A selection aid includes samples of base 
coat and flake designs, lets architects and design- 
ers select custom designs. Poraflor, Woodside, 
N.Y. Circle 353 on Reader Service card 


PLASTIC-FINISHED PANELING. Wall and ceil- 
ing paneling in a wide range of colors and pat- 
terns is illustrated and described in a full-color 
catalog. It includes specifications and accessories. 
Marlite, Dover, Ohio. Circle 354 on Reader Serv- 
ice card 


VACATION HOMES. Varied cluster designs 
based on standard individual units highlight a 
112-page plan book. Guide contains renderings 
and floor plans for 130 designs. For a copy send 
$1 to: Home Planners, 16310 Grand River, De- 
troit, Mich. 48227. 


TROWELING TOOLS. Catalog for contractors in 
the cement-finishing, tile-setting, lathing and 
plastering trades lists more than one-thousand 
tools, The full-color catalog contains 64 pages. 
Goldblatt Tool, Kansas City, Kan. Circle 306 on 
Reader Service card 


COST- CUTTERS 
FOR BUILDERS 


Round-head Nailer—Drives 6d common to 
sinkers. Plain, ring-shank or screw-shank. 5t 
faster than hand nailing. Built-in safety. Port 
and powerful. For any job that calls for ro 
head nails. 


Staple Nailer—Drives heavy, coated Duo. 
Staples up to 2” long. Portable, air-operatec 
wall sheathing plywood subfloor, soffits, brid 


Finish Nailer—Drives brads and finish nai 
to 2" long. Countersinks automatically to 
inate costly nail setting. For trimwork, molec 
cabinets, face nailing. 


Hammer Tacker—Drives 14" to %6" staples a 


as you can swing it. One hand always free 
insulation, building paper, moisture barrie: 


Write today for the Duo-Fast FT-26 Bu 
Brochure. Your Duo-Fast man will be pl 
to demonstrate these tools. 


7237 DUO-FAST FASTENER CORP., Dept. HH 
3702 River Road, Franklin Park, Illinois 6C 


DUO FAST ....:. 


Everything you need for tacking, stapling and nai 


Circle 84 on Reader Service card 


Send your advertising 

to all 

House & Home 
subscribers and readers 


in Alabama 
Arkansas 
Florida 
Georgia 
Louisiana 
Mississippi 
North Carolina 


N | 
South Carolina ton oniy $220 


That’s the cost of a black and white, 
half-page advertisement in all copies of 
House & Home going into those states in 
any one month. 


Use House & Home every month to take 
your advertising to all House & Home 
subscribers and readers in Alabama, 
Arkansas, Florida, Georgia, Louisiana, 
Mississippi, North Carolina, South Carolina 
and Tennessee and that cost drops to $190 
a month. 


For costs and full details on all the kinds 
and sizes of advertising you can use, in this 
and other groups of states, fill out and 

mail the coupon. 


ise 


Pes House & Home 
330 WEST 42ND STREET 
gf NEW YORK, N. Y. 10036 
Please send me information on advertising 
in House & Home regional editions. 


NAME 


COMPANY 


ADDRESS 


CITY STATE ZIP 
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ABESA Doors 
Handcrafted 


hd 
in Europe 


AFESA DOORS 


Superbly hand finished by highly skilled 
European artisans to a centuries old 
weather-beaten texture and patina. In clas- 
sic, ageless designs for entrance and in- 
terior, THE SEGOVIA-THE TOLEDO- 
THE CASTILLA (shown here). Hand 
tooled entirely from the traditional Valsain 
lumber. Majestic. Incomparable. 


OLD WORLD HARDWARE 


Complete line of old world iron mongery 
for entrance, gate, cabinet window, lamp 
and grille in traditional dull black or armour 
bright finish. Also, fine hand chased period 
designs out of solid ORMOLU alloy in 
antique, gilt, bronze or silver finishes. 


CORNELL-NEWTON, INC., 
IMPORTERS 


9885 Charleville Blvd. 
Beverly Hills, California 90212 


| 
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The advertising index and reader service numbers published by 
HOUSE & HOME is a service to its readers. HOUSE G HOME does 
not assume responsibility to advertisers for errors or omissions. 


Ador Corp. (Sub. | Rusco 
Industries, Inc.) 

American Plywood Association 

Andersen Corporation 

Architectura! Aluminum Mfg. 
Association 

Azrock Floor Products 


Bangkok Industries 

Bell & Gossett—ITT 

Bilco Company 

Bird & Son, Inc. 

Blu-Ray, Inc. 

Brewmatic 

Bruce Co., Inc., E. L. 

Bryant Manufacturing 
Company 


Cavrok Mfg. Company 
Celanese Plastics Company 
Copper Development 
Association 
Cornell-Newton, Inc. 


| | 
Davidson’s Lumber Co. 


Duo Fast Fastener Corp. 
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